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It would save millions of dollars of extra 
work if all bank checks were printed 
on the same size of paper. 





S. H. Sellers operates 
7 routes and serves 
over 1500 customers 
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Today the Sellers Feed and Seed Company has sone tha rns 
i and has sold more thé 
» ‘ 
; » sales and service men and 

customers... 7 route sa nips 
$1,000,000 worth of Purina Chows. Mr. Sellers credits the gz rime 
i det quality Purina line, Feeding Advisory Service, — / 
bes isi ising...a art O 

work and consistent advertising and merchandising P 


i , i i F. C. Madison, manager of 
Purina’s plan for becoming a Community Builder. a eee 


PURINA MILLS, Headquarters - St. Louis 2, Mo. 


THE PURINA DEALER IS A GOOD MAN 
FOR THE RURAL BANKER TO KNOW 


There are many more Putina Dealers whose service 
cultural communities rank high.. 
bankers to know. The Purin 
farmers day in and day out.. 


s to their agri- 
- and they're good men for rural 
a Dealer and his organization contact 


- know their plans, problems and needs. 
While visiting with farmers, many of them are saying a good word 


for their local banks. Does your local Purina Dealer know the 
services that your bank offers to local farmers, so that he can recom- 
mend them? Maybe he's trying to do this now, when he thinks of it 
— but why not give him your story and ask him for his active and 


planned cooperation? Working together... Banker and Dealer... 
you can build yewr agricultural community. 





the heart of a bank 


is the proof department 


The smooth flow of business in any bank, large or 
small, is entirely dependent on the proof de- 
partment. 


An efficient proof department means an efficient 
bank. An inadequate proof system means errors 
and loss of prestige among customers. 

With the National Proof machine, you can be 
sure of a smoothly operating proof department. 

This machine gives positive proof of every credit 
recorded and provides centralized control over all 
departments. It handles incoming mail, counter 
transactions, and incoming clearings. 

The National Proof machine is equipped with 
an automatic locking device which makes accuracy 
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compulsory. No other machine has this feature. 
If a mistake has been made in listing or in addition, 
the operator merely has to press the error key and 
the amount of the error is automatically printed 
on the master tape and the correction is made. 


THERE’S A NATIONAL FOR EVERY BANK AND EVERY BANKING JOB 


Why not take up your problems with the 
. . he’ll demonstrate the 
many time-and-money-saving National machines 


National representative . 


that can help you in every department of your 
bank. Call your local National representative, 
today, or write the National Cash Register Com- 
pany, Dayton 9, Ohio. 


Walional 


CASH REGISTERS ® ADDING MACHINES 
ACCOUNTING-BOOKKEEPING MACHINES 





Lifly-Ficth | 
enue Srloment 


DECEMBER 31, 1945 


ASSETS 
United States Government Bonds . $12,668,120.08 
State, Municipal and other Gov’t Bonds. 597,237.16 
Railroad Bonds ato 14,609.70 
Public Utility Bonds . . 304,833.36 
Preferred and Guaranteed Stocks . 3,294,855.00 


Common Stocks . 6,424,807.00 
Torat Bonps AND STOCKS . $23.304,462.30 


Cash in Banks 
Cash in Offices . 


- $1,777,537.05 


32,356.25  1,809,893.30 


Premiums, not over three months due 
Accrued Interest . 

Other Assets ‘eee oe oe 

Post War Refund—Excess Profits Tax . 


212,269.41 

54,405.04 
397,146.25 
244,409.23 


Totat ApMITTED AssETs . $26,022,585.53 


Reserve for Unearned Premiums . 
Reserve for Losses and Claims . 
Reinsurance Reserves . . . . . .; 
Funds held under Reinsurance Treaties . 
Commissions and Accounts Payable . 
Federal, State and Other Taxes . 


LIABILITIES 


$ 3,616,249.73 
3,535,485.16 
2,313,276.09 
885,532.01 
357,630.15 
575,595.70 


Torar LiaBILitiEs . . $11,283,768.84 


' Capital Liabilities: 


Voluntary Reserves: 
Contingencies . . $1,250,000.00 
Security Fluctuation 2,318,955.19 
Post War Period . 244,409.23 


$3,813,364.42 
Capital Paid In 2,000,000.00 
Surplus . .. . . 8,925,452.27 


- « 14,738,816.69 
- $26,022,585.53 


Surplus to Policyholders . 
Tora LiaBILiTIEs . 


Bonds and Stocks are valued in accordance with requirements of the State of New York Insurance Depart- 
ment. On the basis of December 31, 1945 market quotations for all bonds and stocks owned, this company’s 
Total Admitted Assets and its Surplus would be increased by $393,488.12. Securities carried at $1,142,714.49 


in the above statement are deposited as required by law. 


This statement does not reflect a claim in the amount of $148,275.93 which has been filed for refund of 1943 
Federal excess profits tax under carry-back provisions of The Internal Revenue Code. 
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Federal Banking Law Reports 


FOR BANKS LARGE AND SMALL—Here is some- 
thing new, something needed, for everyone respon- 
sible for the management and direction of banking 
activities. Here is something, new indeed, but time 
tested, time proved in actuality. For Federal Bank- 
ing Law Reports has stability and experience behind 
it, stemming as it does from the original reporter in 
this highly-technical field, first published in 1914. 
Here is a swift, authoritative, and continuing repor- 
ter on the thousand-and-one federal laws control- 
ling banks and banking. 


SCOPE OF THE “REPORTS” —Spanning the whole 
work-a-day world of statutes, regulations, rulings, 


court and administrative decisions, returns, forms, 
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reports, instructions, concerning the important fed- 
eral regulation and control of banks and banking. 
Pertinent full text provisions, forms, detailed explan- 
ations, editorial comments and suggestions make 
clear exactly what to do, and how and when and 
why to do it in handling every day banking puzzlers 


under federal banking regulation. 


FAST REPORTING — Swift reporting of new 
developments as they “break” is traditional with 
the “Reports” — the editorial aim is “always first 
with the latest”. 


Write for Complete Details 


COMMERCE) CLEARING House, InG,, 


PUBLISHERS OF TOPICAL LAW BEPORTS 


214 N. MICHIGAN Ave. 
CHICAGO 1 


Empire STATE BLOG, 
New YorRK 1 


MUNSEY BLDG. 
WASHINGTON 4 
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BIG ..-but not big enough 


The Bell System was big before the war, but it has 
to be bigger in the future. The nation’s needs have 
grown and it’s our job to keep pace with those needs. 
We’re spending close to two billion dollars in the 
next few years for expansion and improvement. 





Size brings responsibilities and the Bell System 
aims to be big in more than size. The over-all policy 
is to give the best of service, at the lowest possible 
cost, to every one using the telephone. 


BELL TELEPHONE SYSTEM 





Protest Isn't The Only Way 


There is another way which, in most cases, would be less 
expensive than importing a witness and that is to have the 
witness make a deposition to be presented to the court. 

When it appears that it would cost payees far less if the law 
were amended to require the payee or holder to ask for protest, 


there seems little reason indeed why the law should be left 
as it is. 
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FINANCIAL STATEMENT 
December 31st, 1945 


ASSETS 





eee ee ee ee ee 
Investments: 

Bonds of United States Government. . $11,438,768.36 

Allother Bonds . . . .. . 1,456,194.54 

Preferred Stocks . . . .. . 7,148,232.00 

Common Stocks . ... i % 11,449,229.95 31,492,424.85 
Capital stock of National Surety Modes Insurance Corporation, 

a wholly owned subsidiary . . .  & 2,172,903.54 

Premiums in Course of Collection, Not over 90 —_ Dee. . 1,502,980.65 
Accrued Interests. . a ae a ee 44,418.02 
Reinsurance and Other duis thinstvalile — ode a oa 54,060.97 


Home Office Building oo a ee 500,000.00 
TOTAL ADMITTED ASSETS . oe ew ele) e $39,049,021.68 


LIABILITIES, CAPITAL AND SURPLUS 








Reserve for Losses and Loss Adjustment Expenses . ‘ : . $ 4,169,253.28 
Reserve for Unearned Premiums : Ay eS Cie es 8,599,100.66 
Reserve for Commissions, Expenses and Taxes ar ae 1,984,843.07 
Capital Stock .  . .  . «$$ 2,500,000.00 
Voluntary Reserve for Fluctuations i in 
a a a ee 4,278,021.37 
Surplus , , oe : : 17,517,803.30 
Surplus to Puticylcilibens a . « « »« » aaaeeeT 
ee «eS: kk we oe ot AN . $39, 049,021. 68 








Investments are carried on the basis prescribed by the New York Insurance Department— 
bonds being carried at amortized or investment values and stocks at values based on rates 
promulgated by the National Association of Insurance Commissioners. If investments were 
carried at the December 31st, 1945 market quotations, total assets, voluntary reserve for 
fluctuations in security prices and surplus to policyholders would be increased by $470,939.43. 


Bonds carried at $1,155,500.00 are deposited as required by law. 
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WHEREVER YOU GO— 
YOU SEE BURROUGHS MACHINES | 


| = 
_ 


This installation of Burroughs machines 
in the Indiana National Bank, Indian- 
apolis, is just one of thousands found 
in offices throughout the world. 


Whether the need is for one all-purpose machine for many jobs, 
or many machines for one job—the broad range of adding, 
calculating, accounting, statistical and cash handling 
machines developed by Burroughs gives business 
concerns a flexibility of choice that assures maximum 
efficiency and productivity from a minimum 
investment in equipment. That business concerns, large 
and small, have found it pays to do business 
with Burroughs is amply reflected in the fact that 


4 
Bu rroughs you see Burroughs machines wherever you go. 


BURROUGHS ADDING MACHINE COMPANY 


IN MACHINES DETROIT 32, MICHIGAN 
IN COUNSEL 
IN SERVICE 


FIGURING, ACCOUNTING AND STATISTICAL MACHINES « NATIONWIDE MAINTENANCE SERVICE « BUSINESS MACHINE SUPPLIES 
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Quality Cooperation 


for 


Correspondent Banks 


To banks—in other sections of the country and especially in smaller communities 
—wishing to enlarge their field of activity, The Philadelphia National is glad to 
offer quality cooperation, of which these services are typical: 

Cooperation in the extension of industrial loans. 


Dependable and experienced representation. 


A complete Foreign Department, backed by years of experience in handling 
the tcansfer of funds into and out of the country . . . the issuing of Letters of Credit 
and collecting on exports. Our long-established contacts in foreign credit centers 


also permit us to provide immediate information on current prospects and trade 
trends. 


If you require these or other services now or contemplate their need in the near 


future, we shall be pleased to discuss with you in detail the benefits of forming such 
a relationship. 


THE PHILADELPHIA NATIONAL BANK 


Organized 1803 
PHILADELP RIA 1, PA. 


MEMBER FEDERAL DBBaPOSsIT INSURANCE CORPORATION 
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DESIGNED TO HELP 
BANKS MAKE MONEY 
BY 


REDUCING EXPENSES 
INCREASING INCOME 
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Opportunities For Profit In 
Installment Loans To Small Business 


The successful experience of the author’s bank in making time- 
payment loans to small business is an inspiration which should 
result in many other banks benefiting from this current need. 


ROBABLY the best way to en- 
P courage the small business man 
is to invite him to talk over his busi- 
ness problems with you as his 
banker. The average small-town 
banker is very close to the affairs 
of his community and is in an ex- 
cellent position to advise in matters 
regarding business location, lease 
terms, rental payments, working 
capital needs, capital expenditures, 
proper insurance coverage, and 
so on. 

You must not be discouraged be- 
cause of applicants like the man 
who wanted to borrow from us for 
the purchase of a truck, in order to 
buy vegetables and fruit in the state 
of Arizona and truck it to Utah for 
resale, returning with produce from 
that state for sale in Arizdna. This 
man had no money for either the 
down payment on the truck, or for 
the purchase of the first load of 
produce, and when asked why he did 
not retain his present job as truck 
driver and save his money until he 
had sufficient funds to start with, 
he answered that he could not afford 
to, since he had five dependent chil- 
dren by a previous marriage and 
had just married a widow with 
eight children, and he could not 
feed and clothe them all on a truck 
driver’s salary. He figured he would 
not only make more money with his 
own truck but could get a lot of 
food at wholesale prices. Obviously, 
there was not anything that could 
be done for this type of applicant. 

On the other hand, you will have 
applicants like the veteran who 
wanted to go into the shoe repair 


By CARL A. BIMSON, JR. 


Vice President, Valley National Bank, 
hoenix, Arizona 


business. We questioned him re- 
garding his experience and found 
that he had been a leather tanner 
for a number of years previous to 
going into service and knew leather 
thoroughly, but had no knowledge 
of shoe repairing. To this man, we 
suggested he apply for a student 
apprenticeship and get a job in a 
shoe repair shop for six months, 
then come back and see us. 

The applicant followed our advice 
and in six months he was back. On 
checking with his employer during 
the period of his apprenticeship, we 
found that the applicant had learned 
his trade well and was highly rec- 
ommended, so we made him a loan 
of $1,500 for the purchase of equip- 
ment and supplies with which to go 
into business. Each month, this man 
brings in his operating figures and 
discusses his business problems with 
us and is developing into a success- 
ful businessman with an excellent 
clientele and an increasing volume 
of business each month. 


Veteran Succeeds In Foundry 
Business 


Another example of how install- 
ment loans to small business fre- 
quently work out, when the original 
analysis of the background, experi- 
ence, and prospects for the business 
is correct, is shown in the case of a 
man who came to us in September, 
1944. 

This man who was a discharged 
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war veteran was experienced in the 
foundry business, having been em- 
ployed in a bronze foundry for a 
number of years previous to going 
into the Army. The applicant was 
discharged prior to the passage of 
the Veterans’ Readjustment Act, 
and approached us with a request 
for a loan to assist him in construct- 
ing a furnace in which to make 
bronze castings. He had previously 
surveyed his potential market and 
the prices that were being paid for 
castings being shipped in from out 
of state. 

Credit checkings indicated that 
the man was honest, that he had a 
background of experience in this 
type of work, that his wife’s em- 
ployment was such as to enable 
them to live without making im- 
mediate withdrawals from the busi- 
ness. 

As a result of our findings, we 
made this man an original loan of 
$864 on his own signature, with a 
chattel mortgage on foundry equip- 
ment of questionable resale value. 
This loan was followed by two other 
installment loans, all of which were 
paid off promptly and this man is 
now operating a thriving business, 
employing 24 men, and part of the 
time, the business operates two 
shifts a day. 

These are only two of many ex- 
amples I could quote and I am sure 
that a survey of the files of any in- 
stallment loan department would 
disclose similar examples of suc- 
cessful businesses which got their 
start with the lift of a small busi- 
ness loan. 


Most small business loans are paid more easily on a monthly amortiza- 
tion basis, than on a 60- or 90-day basis. 





How The Bank Benetits 


In addition to the satisfaction de- 
rived, we find that installment loans 
to small businesses give the bank: 

1. A generally higher rate of re- 
turn on the funds so loaned. 

2. A better control of such me- 
dium to long term obligations 
through a systematic reduction of 
the principal amount. 

3. A greater degree of liquidity. 

4. An excellent yardstick to be 
used in appraising the average busi- 
ness ability to satisfactorily liqui- 
date the loan requested within a 
given period of time. 

If you are not already actively 
engaged in this type of loan func- 
tion, now is an excellent time to 
start, with the tremendous expan- 
sion and modernization of merchan- 
dising facilities being planned hy 
all industries. 


Manufacturers Will Assist Dealers 


The Goodyear program is typical 
of many, with their plans to assist 
dealers in the better merchandising 
of their products. This plan includes 
fixture and equipment development, 
store layout, store design, scientific 
departmental planning, and promo- 
tion. These plans will, in many 
cases, open up opportunities for 
good installment loans. 

A recent announcement of the 
Chevrolet Motor Company is an in- 
dication of what the automobile in- 
dustry is planning for their dealers. 
This company announced that 
Chevrolet dealers plan a construc- 
tion program which will add ten 
million square feet to the space al- 
ready occupied by them. 

New and better lighting in indus- 
trial and commercial establishments 
also offers a big market, with it be- 
ing estimated that of the approxi- 
mately 135 million fixtures in com- 
mercial establishments, only 10% 
meet modern standards. Within the 
next five years, probably 30% of this 
market can be converted, with an 
annual sales volume of more than 
$100,000 as compared to some $15,- 
000,000 annually now. This market 
opens up prospects for new business 
to handle the demand, which busi- 
ness in turn will need some type of 
financing. 


Opportunity For Truck Financing 


If you are now doing truck financ- 
ing or are contemplating doing so, 
you will be interested in the state- 
ment of Ted Rogers, the president 
of the Truckers’ Association, to the 
effect that motor truckers will ex- 
pend $2,500,000 on new equipment 
as soon as it is available. 
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Eleven Important Points To 
Consider In Making Loans 
To Small Business 


1. We must be specific in our 
advertising and place more em- 
phasis upon our willingness to 
make loans to small business. 

2. We must be prepared to 
lend money to borrowers who 
previously have been refused 
credit. 

3. An effort must be made to 
act favorably on every applica- 
tion from a small business, an- 
ticipating that there will be a cer- 
tain percentage of losses. 

4. It has been found desirable 
to have a loan officer designated 
to handle this type of loan rather 
than to have all loan officers con- 
sider applications. 

5. Such credit must be based 
largely upon business experi- 
ence, character, and payment 
habits developed through outside 
checkings. 

6. Personal inspections of 
properties and activities are often 
necessary and it is on the basis 
of these that many loans are 
made. 

7. Most small business loans 
are paid more easily on a month- 
ly amortization basis, than on a 
60- or 90-day basis. 

8. These loans may be collater- 
alized by such items as: Chattels, 
contracts, assignments, waivers, 
guarantees, and the like. 

9. Loans to small business will 
be largely for small amounts and 
so will justify an interest rate and 
service charge commensurate 
with the work involved. 

10. It is important to set up a re- 
serve for losses out of these 
higher rates. 

11. It is not desirable to limit 
loons’to small business to prime 
risks only. A rather liberal per- 
centage of border-line credits 
must be extended. 








It has been estimated that 42% 
of all filling stations were closed 
during the war and manufacturers 
of pump equipment estimate that 
the reopening of these stations to- 
gether with new ones to be estab- 
lished, will require 218,500 new 
gasoline pumps costing $24,000,000. 

These are just a few figures 
representative of many more with 


which you are familiar, but they all 
add up to a tremendous demand for 
credit from small business estab- 
lishments, much of which demand 
I hope will be filled by the commer- 
cial banks of the country and most 
of which demand, if filled, will fall 
into a category of installment loans, 

Because of the large percentage 
of business loan requests from small 
businesses (80% of all businesses 
having less than 4 employees), this 
type of lending adapts itself partic- 
ularly well to an installment loan 
department. Institutions with in- 
stallment loan departments already 
established, or contemplated, will, 
I am sure, want to make use of the 
technique and experience of their 
installment loaning officers in the 
handling of small business loans. 

During the past year, for example, 
even with equipment being unavail- 
able and building materials ra- 
tioned, our bank’s installment loan 
department alone made 1,286 loans 
to small businesses. These loans 
totaled $1,716,472. While this was 
only 5.67% of the 22,310 install- 
ment loans made in 1945, in this 
department, it represents 20.44% 
by dollar amount. We anticipate 
that this volume both by number 
and dollar amount will be greatly 
exceeded in 1946 and 1947. 

These figures and others nrepre- 
senting previous checkings, we be- 
lieve, have proved, to our satisfac- 
tion at least, that there is a real need 
for bank credit for small businesses, 
and that they prefer to borrow from 
a bank if given an invitation to do 
so. This*is especially true if the 
businesses of your community are 
made to feel that your bank is one 
which has an understanding of their 
businesses. 

The total of all bank loans in the 
United States in 1940 was down to 
less than that of 1918. In that year, 
our total bank deposits were only 
$32,400,000,000. Since then, loans 
have only gone up about $6,000,- 
000,000 from the 1940 total, while, 
at the same time, total bank deposits 
have increased by some $70,600,- 
000,000. In view of these figures, it 
is about time we began to give seri- 
ous consideration to building up our 
loan portfolios in the years ahead. 


More Emphasis On Desire To 
Finance Small Business 


1. If we are to carry our story to 
the public, we must be specific in 
our advertising and publicity and 
more emphasis must be placed upon 
our willingness and desire to make 
loans to small businesses. 

2. We must make every effort to 
break down the barriers which have 
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Probably the best way to encourage the small business man is to invite him to talk over his business problems with 
you as his banker. The average small town banker is very close to the affairs of his community and is in an excellent 
position to advise in matters regarding business location, lease terms, rental payments, working capital needs, capital 
expenditures, proper insurance coverage, and so on. 


been built up over a period of years 
in the minds of potential borrowers 


who have been refused credit previ- 
ously. They must be made to feel 
that you as a banker are really in- 
terested in their problems and credit 
needs. I have found in my own deal- 
ings that most businessmen, ev2n 
when refused credit, are extremely 
appreciative of the advice given, 
and of the opportunity to discuss 
their business problems and re- 
quirements with the bank. Most of 
the smaller business men are very 
hesitant about coming to a bank 
about their financial problems for 
the first time. I cannot impress upon 
you too strongly the need to break 
down this barrier. 

3. You will find yourselves con- 
fronted with requests for credit 
which cannot be made, by orthodox 
commercial banking formulas. 
These requests must be carefully 
analyzed, because an effort must be 
made to act favorably on every one 
of them, if it is possible to do so 
safely and profitably. 

Even when you have to refuse 
credit, the applicant must go away 
feeling that you have exhausted all 
reasonable means at your disposal 
before refusing his application. Per- 
haps your advice in such a case is 
worth more to him than if you had 
made the loan. Furthermore, just 
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because his request today is unreas- 
onable, does not mean that five 
years from now you may not be 
soliciting his account and be desir- 
ous of his loan business. 

4. You will find that many of 
these small business loan applica- 
tions will have to be sifted carefully, 
which will take more time than the 
regular commercial credit man will 


enterprises. By the same _ token, 
small business would originate 34% 
of all accounts receivable and, to go 
a step further, we might say that 
small business is also responsible 
for the ability of 45% of all home 
owners to own their own homes. 
The assignment of a specific officer 
or officers to handle these loans is 
important because they take a lot of 


An effort must be made to act favorably on 


every application from a small business, anticipat- 
ing that there will be a certain percentage of losses. 


want to devote to them. We have 
found the best solution to this prob- 
lem is through the assignment of 
special credit officers to handle this 
type of loan application. 


Small Business Is 92 Per Cent 
Of All Business 


If we can help to accomplish this 
through loans to small business, we 
will have made an important con- 
tribution to our peacetime economy, 
since small business represents 92% 
of all business and small business, 
in turn, produces 34% of all our 
goods and services and employs 
45% of all employees in business 





time and require a special technique, 
since earning capacity is just as im- 
portant, or even more so, than a 
good balance sheet. 

I am going to sum up my thoughts 
on this subject by specifically point- 
ing out certain highlights which I 
believe are important in this type 
of ‘lending. 


Ability Rather Than Net Worth 


5. Much information will have to 
be requested and obtained that is 
not the general practice of commer- 
cial credit men to require. Commer- 
cial credits are generally based upon 
the financial and operating state- 
ment of the applicant. In many of 
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these cases, information pertaining 
to employment, business experience, 
character, and credit dealings will 
have to be developed through ques- 
tioning and outside checkings, since 
it must largely be on this informa- 
tion, rather than the worth of the 
man, that you will base your deci- 
sion. Installment credit men are 
dealing with this type of situation 
every day and are familiar with it 
and the procedure for obtaining the 
desired information. 

6. Outside inspections will have 
to be made in many instances, and 
outside collectors for the installment 
loan department should be available 
for this purpose. They can be of 
material assistance in helping to 
form opinions as to the neighbor- 
hood and the applicant’s business 
housekeeping. 

7. Most such loans will lend 
themselves to a monthly amortiza- 
tion and this type of collection 
follow-up does not usually coincide 
with the handling of an average 
commercial note. 

8. Many miscellaneous types of 
instrument will be used in the 
proper collateralizing of these loans, 
such as: Chattels, contracts, assign- 
ments, waivers, guarantees, and so 
on. Combinations of these instru- 
ments will frequently be used in 
connection with a single loan, and 
commercial credit officers do not 
like such a hodge-podge of security 
and will frequently either waive 
part of it or reject the loan. 


Higher Rates Must Be Charged 


9. These loans will be largely for 
small amounts, as past experience 
has indicated, and so will justify an 
interest or discount rate and service 
charge commensurate with the work 
involved. It will be found advisable 
to establish reserves out of your 
charges to care for unusual credit 
losses and that can be done satisfac- 
torily only by having a sufficient 
original earning to make such a pro- 
cedure practical. Commercial credit 
officers deal largely in standard in- 
terest rates for certain types of 
credit and are hesitant about asking 
for a rate or charge sufficient to net 
a fair return to the bank on small 
amortized credits, above the acqui- 
sition cost. 

10. In the successful operation of 
any installment loan department, it 
has long since been recognized that 
you cannot limit your loans to prime 


risks only. A certain percentage of 
border-line credits must be ex- 
tended. The same will be true in 
loans to small businesses if we are 
to properly serve the market and 
meet the needs. How many com- 
mercial credit officers could bring 
themselves to knowingly extend 
credit to a border-line business? 
And yet, the overall experience of 
these same installment loan depart- 
ments has been excellent from both 
a profit and loss viewpoint. There is 
going to be a lot lacking in the in- 
formation desired to make a proper 
analysis of a large percentage of 
your loan request. 

How much better it will be to 
concentrate this type of credit func- 
tion in one man or one specialized 
department where the loaning offi- 
cer, or officers, responsible for the 
approval or disapproval of these 
loans, can get the féel of them, in- 
stead of asking all of your commer- 
cial loaning officers to continually 
try to change pace in their thinking 
throughout the day. 

They would find it extremely dif- 
ficult to just finish reviewing an 
open line of credit to an old-estab- 
lished, and successful firm and im- 
mediately thereafter interview the 
applicant for a $500 loan in an un- 
der-capitalized, newly-established 
business. I am afraid you would find 
the contrast so great that your 
newly avowed policy to make loans 
to small businesses would suffer as 
a result. 


11. Since so little is now known 
regarding small business credit 
needs as to their term and amounts, 
you will naturally want to maintain 
a record of such loans in a manner 
which will enable you to determine 
the usual term requested, ,size of 
the loans, type of business, size of 
the business, type of security, per- 
centage of delinquency, income and 
losses, so that you may profit from 
your experience in the future grant- 
ing of credit. This can be better done 
if you separate the operation or 
handling of these loans in such a 
manner that this information is 
readily available. 


Small Business Needs Insurance 


Proper insurance coverage is of 
great importance in the making of 
the average small business loan. 

Many loans will be made to sole 
proprietorships, partnerships, and 





small corporations where two things 
are of the utmost importance: 

1. Continuance of the operation 
of the business during the term of 
the loan. 

2. Continuance of the manage- 
ment during the term of the loan, 

The continuance of both can be 
better assured by proper insurance 
coverage. The ability of a business 
to continue to make reduction on 
your loan is usually contingent upon 
the profitable operation of that busi- 
ness, which cannot be assured if it is 
closed down due to fire or severe 
loss resulting from inadequate pub- 
lic liability insurance, You can he 
fairly well protected against these 
contingencies if the business is 
properly covered by fire insurance, 
public liability, and use and occu- 
pancy or rental insurance. 

The second item (namely: the 
continuance of the management 
during the term of the loan) can be 
better protected through either 
group life insurance or by making 
sure that the applicant has sufficient 
life insurance of his own to give 
you proper protection in the event 
of his death, where other collateral 
security is not taken and where the 
assets of the business are marginal. 

It is my opinion, based upon past 
experience in the making and su- 
pervising of thousands of install- 
ment loans to small businesses, that 
any bank which has a separate in- 
stallment loan department should 
combine with it at least that portion 
of their advances to small business 
which fall within the limits nor- 
mally serviced by such department. 
In the case of larger loan requests, 
which are to be sifted by a commer- 
cial loan officer, or officers, a specific 
officer, or officers, should be assigned 
to this task and all such applications 
should be referred to him or them. 

In the case of banks now having 
a separate installment loan depart- 
ment and who do not feel justified 
in establishing a separate depart- 
ment for handling loan applications 
for loans to small businesses, at 
least one specific officer should be 
assigned to the handling of all orig- 
inal contacts in connection with 
such loan requests. This assignment 
should be publicized so that the 
public generally, and potential small 
business borrowers specifically, will 
know that you are aware of their 
need and are prepared to assist them 
in their credit problems. 


We must be prepared to lend money to borrowers who previously have 


been refused credit. 
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Wisconsin Looks Forward To 
Qne Hundred Per Cent Par Clearance 


The Bank Management Committee of the Wisconsin Bankers Asso- 
ciation is getting good results with its campaign to bring about 
100% par clearance and it now appears likely that non-par banks 
will offer to substitute service charges for exchange charges and 
thus make legislation unnecessary as stated here by the committee. 


which the Wisconsin Bankers 
Association sent to all Wisconsin 
non-par banks (published on page 
576 December Bankers Monthly) 
brought the results outlined here. 

The questionnaire mailed to the 
membership of August 27 brought 
343 replies from 291 par and 52 non- 
par banks. Although less than half 
of the non-par banks responded, the 
committee gathered some interest- 
ing information: 

We are advised that at least 63 of 
the 131 non-par banks remit to cor- 
respondent banks at par, leaving 
only 68 strictly non-par banks, out 
of the total of 560 banks, in Wis- 
consin, A majority of non-par banks 
reporting indicated no opposition to 
par clearance if it was to become 
statewide. Seven of these banks re- 
ported no service charge schedule. 
Those who favor continuation of ex- 
change justify such action on the 
theory that: 

1. The seller who profits can eas- 
ily stand the expense. 

2. The small banks must have this 
revenue to bolster up earnings. 

3. Bankers should have the right 
to run their own business. 

Proponents of par clearance argue 
that the principle of “exchange” 
charges is wrong—that it is a charge 
against the wrong person. If there is 
to be a charge for service rendered, 
it should be paid as a service charge 
by the maker and not levied against 


Ten discussion of par clearance 


the payee of a check. That is a mat- 
ter of public interest because it af- 
fects each and every individual and 
business. Checks are issued for many 
purposes and only a portion of them 
represent goods upon which a profit 
has been made. The charges (refer- 
ring to service charges) a bank 
makes to its customers is its busi- 
ness. What it seeks to collect from 
others (exchange charges) is of 
PUBLIC interest. 

An organization strongly opposed 
to exchange charges has circularized 
its members with a pamphlet which 
contains the following paragraph: 

“Banks are entitled to charge 
their customers for the service they 
render just as are public utilities. 
The customer rightfully pays for 
services—no argument there—this 
service charge is proper and in the 
proper place. 

“BU T—exchange charges are 
something else. They are made by 
certain banks against you, the in- 
nocent holder of a check, You never 
know what a check is worth.” 

The foregoing arguments and 
others, including a statistical refer- 
ence to the fact that 11,827 banks out 
of a total of 13,977 in the United 
States are on a par basis, will be the 
ammunition used to further the 
passage of par legislation in Wis- 
consin and the few other states not 
now on a par basis. 

The law proposed for introduction 
in Wisconsin is the same as that en- 


acted in Iowa and Nebraska, and 
reads as follows: 

“Checks drawn on any bank or 
trust company organized under the 
laws of the state, shall be cleared at 
par by the bank or trust company 
on which they are drawn.” (Penalty 
follows). 

Again, this committee respectful- 
ly urges non-par banks to give seri- 
ous consideration to adoption of par 
clearance voluntarily and thus make 
unnecessary the introduction of par 
clearance legislation in Wisconsin. 


Two Ways To View 
Consumer Credit 


If we look at consumer credit as 
merely engaging in the highly prof- 
itable personal loan business or the 
lucrative field of automobile financ- 
ing; if we fail to realize that all 
Americans have their pride and 
their dignity; if we think we are 
doing the public a favor by granting 
credit; if we make loans only on a 
basis of collateral and collectibility; 
if we handle collections in a cold- 
blooded manner, then we had better 
stay out of this business for we will 
do banking irreparable harm.—Carl 
M. Flora, vice president, First Wis- 
consin National Bank, Milwaukee, 
Wisconsin. 


There is no more work involved in paying for cash letters by draft (for 
which non-par banks charge) than there would be in issuing a draft to pay 


for currency to cash these same checks at the window, for which non-par 


banks do not charge.—W. H. Leiser, Cashier, The Citizens State Bank, Onton- 


ogan, Mich. 
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NO AND *## 


HELEN ENGLESBY, 
% URS. L. E. DITCH, 
203 ERIE STREET, 
SOUTH HAVEN, MICH. 


id 
Pay 
TOTUYE 
ORDER 
or 


CITY, STATE. 


4and 5 


What should appear where 
this check? 
a. E; b. B; «. G. 


D is on 





6 and 7 
According to recent Federal Reserve 
and A. B. A. rulings, where should the 
transit number (G) be? 
a. at E; b. at C; ¢. at A; d. above D 
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BANKERS MONTHLY Picture Quiz No. 34 


Two rubber stamps were used to put 

instructions on this check. What does 
the one mean which reads “No Protest 
72-43”? 


a. No protest will be |; by the drawer 
if payment is delayed; The drawee bank 
is not to have the San protested if it is 
returned for non-acceptance or non-payment; 
¢. The drawer does not protest the amount 
of the bill being paid. 


What does the stamp mean which 
reads: “Wire of non-payment 
waived”? 
a, Non-payment has been waived in favor 
of the payee; b. No wire need be sent if 


the check is not paid on presentation; ¢. Non- 
payment must be wired to the payee. 


For what purpose are amounts tabu- 
lated on this form? 


a. To determine the amount of float to be 
deducted from the average balance to get 
the available balance for computing earn- 
ings credits in a service charge schedule; 
b. To record the number of checks sent to 
the collection department; ¢. To serve as 
proof for the distribution department. 


CITY, STATE, 


CRTC a Sarr 


ee ese 


Way 26, 1941 


3692 ©) 


Dividend # 2C 


a Two important banking operations are 
being done on this machine. Which of 


the following? 
a. Proof and distribution; b. Posting and 
cancelling; ¢. General books and sorting. 
Can you tell the name of the manu- 
facturer of the machine mentioned in 
Question No. 6? Is it: 


a. Burroughs; b. 


chines; ¢. Monroe; d. National Cash Regis- 


© 





This picture was made in a safe de- 
Does it suggest a rule 
which should be enforced in every bank? 


posit vault. 















Name 


International Business Ma- 





Copy For Deposit Ticket Analysis 
ANALYSIS OF DEPOSIT TICKET 











. Foreign 
Local 


} Deposited 
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Name of Depositor @) 
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Depositor 


Which one of the following? 
a. Always issue two keys to every box 
renter; b. Every box should have a cover; 
¢. No renter should open his box in the 

vault; it should be taken to a booth. 





In what department of a bank was 
this picture made? 
a. Proof; b. Bookkeeping; ¢. Transit. 
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10 and 11 


What kind of keyboard does the ma- 
chine in the foreground have? 


a. Ten-key; b. Multiple-key; ¢. Standard. 


There are two departments of a bank 
in which this operator might be 
working. In which two? 


a. Analysis or proving; b. Bookkeeping or 
general books; ¢. Transit or clearings. 


Name the two machines on this 


teller’s counter. 


a. Proof machine and comptometer; b. Coin 
counter and distribution machine; ¢. Change 
maker and adding machine; d. Automatic 
cashier and teller’s window machine which 
prints the total deposit on the deposit 
ticket. 


Does this teller hand ‘coins to his cus- 
tomers or do the coins drop into a cup 
from which the customer takes them? 


a. Hands them; b. Drop into a cup. 


12 and 13 
March, 1946 





Name the type of file in this picture. 


Credit; ¢. 


a. Transfer; b. Check. 





14 


Are checks being photographed in this 


picture? 


a. Yes; b. No. 





15 and 16 


Which job is the man doing with his 
right hand? 


a. Posting; b. Writing a transit letter; «. 
Proving. 


17 If the young man in the picture were 
a supervisor, what criticism would he 
be likely to make of the use the young 
lady is making of her hands? 
a. More than one key should be depressed 
with the right hand; b. Keep your left hand 


off the keyboard; ¢. Use your left hand for 
striking zeros. 





17 and 18 


18 What criticism might the operator be 
justified in making? 
a. Your right hand is interfering with my 
work; b. Your shadow darkens the key- 


board; ¢. Men should not be allowed in the 
workroom without a coat. 


If the amount of the next check is on 

the left end, will this bookkeeper be 
delayed? 

a. No; b. It depends on where the check 


numbers is; ¢. Yes, he will have to take 
extra time to look for it. 


Which type of chair is this operator 


using? 


a. Executive; b. Posture; ¢. Visitor's. 


(Correct answers on page 150) 





19 and 20 
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Bank Statements Can Be Interesting And 


Understandable— Here’s A Good Example 


The bank whose experience is here described has used illustrated 
statements for some time. Its customers find it easy to under- 
stand the items because of the illustrations and the simple language 
used to explain each item. 


N October 1945 Bankers Monthly, 
page 474, an article was pub- 

lished entitled “Let’s Write Bank 
Statements Which Bandits Can Un- 
derstand.” The article told of a case 
in which bandits read on a bank’s 
statement an item labeled “Surplus 
$40,000.” As a result of this, they 
ordered the bank president to bring 
$40,000 to a rendezvous and turn it 
over to them. 

This stimulated the thoughts of 
many of our banker friends toward 
the form bank statements should 
have, and on page 67 of February 
1946 Bankers Monthly we _ pub- 
lished letters from five bank officers 
in which they suggested ways, some 
of which they had used, which 
would make it possible for bank 
customers to better understand the 
financial standing of the institution. 

This, in turn, has stimulated oth- 
ers to write us and we have just 
received a statement issued by the 
Bank of Warwick at Hilton Village, 
Virginia, which seems to be one of 
the most interesting and informa- 
tive statements we have seen. As a 
matter of fact, this bank has pub- 
lished other illustrative statements 
of which this one is a climax and the 
result is its customers not only un- 
derstand the bank’s balance sheet 
but appreciate the spirit in which 
the officers are helping to develop 
the community. 

Because the reading matter in the 
reproduced statement is in rather 
fine type, we feel it is wise to re- 
peat.the information in this larger 
type. Under the heading of “Assets,” 
we first see a photograph of Virginia 
Conaway counting coins. Opposite 
this photograph is this reading mat- 
ter: 

Cash 


“Money is our stock in trade. One 
of our tellers, Virginia Conaway, is 
pictured counting silver dollars. 
However, accumulation of money in 
itself is not nearly so important as 
the use to which it is put. A banker's 
most important job is the converting 
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of money into safe but profitable 
investments such as loans and 
bonds.” 

Notice that this doesn’t refer to a 
mythical teller; it mentions Vir- 
ginia Conaway by name. 

The next picture shows Marion 
Walls selling government bonds and 
opposite that picture it says: 


Bonds 


“Marion Walls is shown selling a 
government bond to one of our cus- 
tomers. We have sold a lot of bonds 
for Uncle Sam, but, just like you, we 
have also bought a lot of govern- 
ment bonds. Over 99% of the bonds 
which we own are obligations of the 
United States Government, the best 
investment in the world.” 

The next picture shows the loan 
officer’s desk. The Editor feels that 
this picture might have been better 
if there had been a loan officer in 
the chair and a borrower in one of 
the other chairs, Perhaps the pho- 
tographer felt that it would be dif- 
ficult to show two people. However, 
opposite this picture is this para- 
graph: 

Loans 


“This desk could tell you many an 
interesting story—for here loans are 
made. At this desk new homes have 
been made possible; many emergen- 
cies met; new businesses assisted; 
and other worthy projects too nu- 
merous to list have been accom- 
plished. Helping to meet life’s prob- 
lems through loans is one of our 
greatest pleasures.” 

The next photograph shows a 
picture of the entrance to the bank 
with the following reading matter 
opposite: 


Building and Fixtures 


“The door of our modern and con- 
venient building cheerfully swings 
open to new customers every day. 
This is the doorway to Complete, 
Convenient, Community banking 
service. To let you in on a little 
secret—since our customers have 


been so good to us and since we have 
grown so rapidly—we are planning 
soon to remodel and enlarge our 
building.” 

In the next column is reference to 
the liabilities of the bank and the 
first is a picture of Dorothy Meekins 
posting a checking account ledger. 
The reading matter opposite the pic- 
ture is as follows: 

Checking Accounts 

“One of our bookkeepers, Dorothy 
Meekins, is hard at work posting 
checks and deposits to the checking 
account ledger. Dot can well testify 
that it is quite a job keeping books 
for our more than 1,900 checking 
account customers. But these 1,900 
customers save time, keep better 
records, and have better receipts 
through the inexpensive conven- 
ience of a checking account.” 

Next comes a photograph of 
Ranny Scott handing a passbook to 
a customer, with this reading matter 
regarding savings: 


Savings 

“Ranny Scott, another one of our 
tellers, is cheerfully taking a savings 
deposit from a thrifty customer. Our 
tellers enjoy taking savings de- 
posits, for they have frequently wit- 
nessed how a savings account has 
virtually been a blessing when sick- 
ness strikes or unexpected expenses 
develop. Thrift is a habit that we 
encourage.” 

Notice they are not called “time 
deposits.” 

To illustrate the item “Capital,” a 
photograph of the directors’ room is 
shown with the following copy op- 
posite: 

Capital 

“In this directors’ room, the board 
of directors meets regularly. The 
stockholders are the owners of the 
bank and the directors represent 
them in supervising the operation of 
the bank. The bank is not owned by 
any small group of individuals, but 
is owned by some 44 stockholders, 
most of whom are residents of War- 
wick County.” 
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ASSETS 


CASH 


Money is our’ stock in trade. 
One of our tellers Virginia Conaway. 
is pictured counting silver dollars. 
However, accumulation of money 
in itself is not nearly so important 
as the use to which it is put 
banker's most important job is the 
converting of money into safe but 
profitable investments such as 
loans and bonds 


BONDS 


Marion Walls is shown selling. a 
government bond to one of our 
We have sold a lot of 
bonds for Uncle Sam, bat just like 
vou, we have also bought a lot of 
government bonds. Over 99°% of 
the bonds which we own are obliga- 
tions of the United States Govern- 
ment, the best investment in the 


customers. 


world 
LOANS 
This desk could tell vou many an 


interesting story —-for here loans are 
made At this desk new homes 
have been made possible; many 
emergencies met new businesses 
assisted; and other worthy projects 
too numerous to hst have been ac 
complished He “lp ning to meet lite’ s 
problems through lowns is one’ of 


our greatest pleasures 


BUILDING AND 
FIXTURES 
The door of our modern and con 
venient building cheerfully swings 
upen to sew customers every day 
This is the dex » Complete, 
Convenient OF mmunity banking 
service To let you in on a little 
secret--since our customers have 
been ss & wncl to 


wTway ti 


us and since we 
have grown so rapidly, we are plan- 
ning soon to remodel and enlarge 
our building 


LIABILITEES 


CHECKING 
ACCOUNTS 


One ot our bookkeepers, Dorothy 
Meekins, is hard at work posting 
checks and deposits tc the checking 
account ledger. Dot can well testify 
that it is quite a job keepin books 
for our more than 1,900 heck king 
account customers. But these 1,900 
customers save time. keep better 
records, and have better receipts 
through the inexpensive convenience 
of a chadliiig account. 


SAVINGS 

Ranny Scott, another one of our 
tellers, is cheerfully taking a savings 
deposit * from a thrifty customer 
Our tellers enjoy taking savings 
deposits, for they have frequently 
witnessed how a savings account 
he 8 virtua ally bee na blessing w hen 
sickness strikes or unexpected ex- 
penses develop. Thrift is a habit 
that we encourage 


CAPITAL 
In this directors’ room the board of 
directors meets regularly The 
stockholders are the owners of the 
bank and the directors represent 
them in supervising the operation of 
the bank The bank is not owned 
by any small group of indiv iduals, 
44 stock 


holders, mést of whom are residents 


of Warwick Counts 


but ix owned by some 


SURPLUS AND 
UNDIVIDED PROFITS 
To be sound a bank must operate 
profitably, and the more profitably 
that it operates the saler it is 
Surplus ($24,000.00) and Undivided 
Profits ($5,595.11) constitute the 
cushion against w hich losses are ab 
sorbed. The larger the cushion the 
sounder the bank; and the greater 
the profits the faster the cushion 
can grow It is our polies to con- 
serve earnings and build up surplus 


We Present a Candid Camera Shot of the Financial Statement of the 
Bank of Warwick as of December 31, 1945 


$ 1,400, 244.61 


$ 


654,762.35: 


30,000.00 


1 Sacre: Pb 


“i 





POTAL 
\SSETS 


S?.111,192.04 


MEMBER OF 
FEDERAL DEPOSIT INSURANCE 
CORPORATION 


To illustrate surplus and undivid- 
ed profits, a photograph of the vault 
entrance is shown with the follow- 
ing copy: 


Surplus and Undivided Profits 


To be sound, a bank must operate 
profitably, and the more profitably it 
operates, the safer it is. Surplus 
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BAN 


and undivided prohits 


“Your Community Bank’”’ 
HILTON VILLAGE, VIRGINIA 


($24,000) and Undivided Profits 
($5,395.11) constitute the cushion 
against which losses are absorbed. 
The larger the cushion, the sounder 
the bank; and the greater the 
profits, the faster the cushion can 
grow. It is our policy to conserve 
earnings and build up surplus and 
undivided profits.” 


K OF WARWICK 





TOTAI 
LIABILITIES 


$2,111, 102.01 


MEMBER OF 
FEDERAL KESERVE SYSTEM 


B. E. Rhodes, cashier of the bank 
writes as follows: 


“Our slogan is ‘Your Community 
Bank’ and we try to live up to this 
slogan. We advertise the three C’s of 
banking, Complete banking service; 
Convenient banking service; Com- 
munity banking service. All three of 
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Security Diversification 
For Bank Portfolios 


By H. N. STRONCK 





1. By type of security. Such 
as: U. S. governments, state, 
county, and municipals, rails, 
public utilities, industrials, for- 
eign, real estate, investment trust 
debentures, farm loan bonds, 
and so on. 

2. By industry. Such as: steel, 
textile, merchandising, packers, 
food products, shipping, mining, 
oil, machinery, and so on; by 
utilities such as: electric power, 
gas, traction, and so on. 

3. By management. As for 
example, in public utility secu- 
rities certain management 
groups control a large number 
of properties and it would not be 
desirable to have too large a 
proportion of such securities all 
dependent upon the success of a 
single management. 

4. By geographic location. 
This is especially important in 
the case of foreign securities, 
farm land bonds; and rails. 

5. By marketability. A sub- 
stantial proportion of the secu- 
rities should be readily market- 
able, but this does not neces- 


sarily mean that the securities be 
only those listed on the ex- 
changes. A percentage should 
be made up of such securities as 
have an “active” or “broad” 
market. A higher percentage 
having a “good” market, and a 
reasonable percentage of secu- 
rities with only a “fair” market 
may be included, provided their 
“quality” rating is very good. 

6. By maturity. As_ distin- 
guished from those securities 
purchased for the secondary re- 
serve account which must all be 
of short maturities (other than 
U. S. governments) a substantial 
proportion of the securities in 
the investment account may be 
of long maturities. It must be 
borne in mind that this account 
should be managed for possible 
profit on the sale of these secu- 
rities, hence the maturity factor 
should be considered in the light 
of the trend of bond market 
prices—if the market tendency is 
for prices to go upward, pur- 
chase a greater percentage of 
long maturities and vice versa. 





these C’s are pointed toward the 
customer’s point of view. 

“Therefore, since we have tried to 
direct our advertising toward the 
customer’s point of view in showing 
what banking service we render, we 
publish a bank statement for the 
average customer. The main reason 
some are skeptical (to say the least) 
of banks is that they do not under- 
stand banks, and those things which 
people do not understand arouse a 
certain amount of natural resent- 
ment. Therefore, in planning our 
statement, we tried to write one that 
our average customer could under- 
stand and appreciate. 

“In order to make sure that our 
community will be familiar with 
everyone connected with the bank, 
we not only publish the names of 
our officers and directors on the 
back of the statement, but also a list 
of the members of our staff, in- 
cluding the colored janitor. This one 
little thing of printing the name of 
our janitor created considerable 
comment. If a bank is human enough 
to print the name of its janitor, 
might not the average customer rea- 
son that here is a bank that can un- 
derstand and appreciate the day-to- 
day problems of the ordinary man 
like himself? 

“For years now, the A. I. B. has 
been preaching that our tellers and 
bookkeepers are in day-to-day con- 
tact with the customer and represent 
the bank to our customers. Banks 
fall in line and instruct their staff in 
public relations. Yet when the bank 
statement is published, the bank 
directors and officers are usually the 
only names shown. How sour this 
must be to the bank teller who is 
told that, in the eyes of the public, 
he represents the bank—yet he is 
never given any public recognition 
of the important place he occupies.” 

Bankers Monthly submits this 
illustration of an interesting and un- 
derstandable bank statement in the 
hope that it may stimulate other 
banks to use a somewhat similar 
method and also in the hope that we 
may hear from our other readers 
with examples of statements which 
customers can understand. 


One bank in Indiana found that by 
requiring its officers to inspect other 
departments of the bank from month 
to month, many helpful suggestions 
have come to each department from 
other department heads and, in ad- 
dition, a deeper interest has been 
manifested by all in the teamwork 
which is so essential to smooth op- 
eration. 
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The Story of a Home... 


vith | \\\\ 
va: 
3 = ih ' 


Thilall 


\ 


Picture this home—built in 1939 for $10,000, and 
fully insured against fire. The owner paid his pre- 


miums promptly, his insurance agent faithfully 
kept the policy in force. Yet somebody failed, for 
the owner suffered a 50% loss when this home was 
destroyed by fire recently! 

Why? 

Under soaring property values, many an owner 
has outgrown insurance coverage that hasn’t kept 
pace with increasing replacement costs. When fire 
strikes, his insurance offers only partial protection. 


The same loss pattern is intensified when a co-in- 
surance clause is in effect and valuation is set too 
low—the actual loss increases as values increase. 
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That’s unfortunate—bad for the insured and the 
insurance agent. 


Alert Home Insurance producers, therefore, are 
awakening policyholders to the situation, urging 
re-appraisal of values. Backing them up, The 
Home Insurance Company is doing everything 
possible to show the need for added insurance to 
cover today’s increased values. 


x THE HOME « 


NEW YORK 


AUTOMOBILE ° MARINE 
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Town Guard Protection 





1. How To Organize It 


Town guards were organized by R. C. Saunders for the Illinois 
Bankers Association in 1925. Losses from bank holdups were 
entirely eliminated in three years. We republish here instructions 
for this type of protection as written by the man who originated 
the plan. It was first published in May, 1927, Bankers Monthly. 


ECENTLY, an Illinois banker 
stated to me that, when he 
opened his bank in 1907, he pur- 
chased a burglar insurance policy at 
a very low rate and the insurance 
company threw in, without charge, 
an equal amount of robbery insur- 
ance. In those days, there was little 
likelihood of losing one’s life while 
employed behind the bank counter 
and great losses by robbery such as 
take place today were unheard of. 
The unrest that followed the war, 
coupled with the speeding up and 
almost universal use of the automo- 
bile, and the millions of dollars 
worth of coupon Liberty Bonds that 
found their way into the safes and 
customers’ deposit boxes in banks 
throughout the country—these have 


By R. C. SAUNDERS 


Formerly Manager, Protective Department 
Illinois Bankers Association 


caused the building up of a great 
organization of bank robbers until 
bank robbing, the sticking up of 
payrolls, and the like, has become a 
gigantic industry, well organized 
and operating extensively through- 
out the entire United States. 

Illinois, with almost four billion 
resources in its banks, was, of 
course, a fertile field for the activi- 
ties of these bandit gangs. The IIli- 
nois Bankers Association, following 
the same policy as the American 
Bankers Association and other State 
Bankers Associations tried in vain 
to cope with the situation by send- 
ing out investigators to make an 
effort to apprehend the robbers after 
the crimes had been committed. 

I trust that this statement will 
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Renewed Activity Of The Town Guards 


(News item from Toluca, Illinois) 


Criminally disposed individuals or gangs who are planning a 
post war career as bank robbers were warned here tonight to 
keep away from Marshall and Putnam Counties. 

These counties in the past have given bank robbers hot recep- 
tions and at tonight’s meeting plans were perfected to continue 
the anti-bank robbery organization of local peace officers, sheriffs, 
state police and the voluntary vigilante group organized by the 
Illinois Bankers Association back in 1925 known as Town Guards. 

Present at the meeting were almost 300 people including the 
town guards, community police, sheriffs and their deputies, judges, 
state’s attorneys of the two counties, also the members of Marshall- 
Putnam Bankers Federation and many prominent bankers from all 
over the state representing the Illinois Bankers Association and its 
several groups. 

Earlier in the day the group presidents of the Association met 
in the directors’ room of the Citizens National Bank and approved 
plans to reestablish the activities of the association through a 
reorganization of the County Bankers Federations in which all 
the banks in the state are represented. There are 72 such Fed- 
erations altogether. 


not be construed as criticism or de- 
preciating the efforts or services of 
these splendid investigators, for I 
recognize their good work and their 
untiring efforts successfully to meet 
the staggering problem that they 
had to contend with and one that it 
was impossible to meet by investi- 
gation only. 

As bandit gangs, through their 
desperate methods, gathered unto 
themselves hundreds of thousands 
of dollars worth of loot taken from 
Illinois banks, and as their raids 
became more numerous, they also 
became more daring and reckless. 
They, no doubt, had it all figured out 
that they stood at least nine chances 
of getting away to one of being 
caught and that the average job was 
netting several thousand dollars in 
loot. My experience is that where 
there is little hazard in robbing 
banks and where loot of great value 
may be obtained, banks are sure to 
suffer from attacks. 


Bandits Safer Than Bankers 


In the last couple of months, it 
has been my privilege to visit many 
banks within 50 miles of Chicago. 
In making these calls I have been in 
nine different banks that were 
“stuck up” during this reign of ter- 
ror. In each case, the bandits had 
discharged firearms inside _ the 
building while committing the rob- 
bery. 

In one case, the president of the 
bank was murdered in front of his 
bank. In another case, the cashier 
was shot and died a short time after. 
In another holdup, a customer was 
murdered when he entered while 
the bank was being held up. In none 
of these cases was a bank robber 
injured. 

(Continued on page 184) 
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IBM Proof Machine 
Cndovsca Checks Cldtonuttealty/ 








Save Check-Endorsing Time 


Automatic endorsement of outgoing and printed iden- 
tification of incoming checks are features of the IBM 
Proof Machine which can save time and money for 
your bank. Endorsements are handled quickly and 
accurately without disturbing listing sequence—at the 
same time that the machine sorts, lists and proves 


the checks. Phone, write or visit a nearby IBM office 
It Endorses as it Sorts, Lists and Proves today for full information. 


IBM INTERNATIONAL BUSINESS MACHINES CORPORATION 


World Headquarters Building - 590 Madison Avenue - New York 22, NW. Y. 
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So, during this reign of terror, it 
is evident that it was safer to be a 
bank robber than it was to be a 
banker or a customer of a bank. 


Another angle of a situation of 
this kind is that, as the hazard in- 
creased behind the bank counter, 
and as the loot taken runs into 
larger figures, the insurance rates 
ascend. Instead of throwing in an 
insurance policy, as the company did 
in 1907, the present robbery rate is 
$6 per thousand. If the Illinois 
Bankers Association had not been 
able to control the situation, the 
next jump in insurance no doubt 
would have been to $10 per thou- 
sand, and next the insurance com- 
panies would have withdrawn from 
Illinois as they have done in certain 
parts of other states. 


How To Select The Men 


The first thing considered in the 
selection of business men for town 
guards is their fitness for the job. 
It has been found that the best 
guards are mature, level-headed 
business men who know something 
of how to handle a gun, who do not 
get excited in an emergency, and 
who are likely to be on hand when 
needed. 

A man who is not inclined to 
boast of his authority is preferred 
to the one who publishes the news 
of his appointment to everyone in 
town. Concern for the safety of the 
inhabitants and their property is 
far more important than the pride 
that goes with the job of a peace 
officer. 


While young men often make good 
guards, older men may have better 
judgment. 


It appears that men engaged in 
some lines of business may have a 
special fitness for this work. In look- 
ing over the list of guards, it is ap- 
parent that garage men, butchers, 
and undertakers are quite promi- 
nent on the list. Perhaps garage men 
are selected because they come in 
contact with so many people and are 
likely to be more or less familiar 
with the methods of police officers. 
The garage man also always has a 
means of transportation available, 
knows all of the roads in the vicinity 
and knows how to handle cars. 


It is probable that most butchers 
are active and quick because of their 
experience in handling animals. 

Just why so many undertakers are 
chosen is not so apparent unless it is 
because of the fact that undertakers 
have plenty of time on their hands 
and are usually in their places of 
business ready for action. 
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Lawyers, doctors, and dentists are 
often selected. Their offices are usu- 
ally on second floors where they 
have the advantage over men on the 
first floor. Bandits fear more a man 
with a gun on the second floor than 
they do a man facing them where 
they have, if anything, more than an 
equal chance. 


It is usually considered that loca- 
tion is secondary. For with the silent 
alarm system, a guard, even though 
he be a block or two away, can usu- 
ally be called in plenty of time to 
capture the robbers as they leave 
the bank. 


Familiarity with firearms is im- 
portant, although this is not abso- 
lutely essential. Shot guns loaded 
with buckshot are commonly used, 
which means that even a poor shot 
is likely to be effective. Then too, 
town guards are given a course of 
training which enables them to de- 
velop their marksmanship and 
teaches them the use of their equip- 
ment. This training is under the 
direction of the sheriff who may be 
the instructor himself, or who may 
designate someone else as an in- 
structor. 


How Appointments Are Made 


When the bankers of a town have 
decided on who will act as guards, 
they submit the names to the county 
protective chairman and he, in turn, 
to the county sheriff who generally 
appoints the ones recommended as 
deputies. It is seldom that a name is 
refused by the sheriff, but, of course, 
he has the right to reject anyone he 
wishes. 

In Illinois, in order to conform 
with the statutes in appointing dep- 
uty sheriffs, the following procedure 
must obtain: 


First the judge of the district court 
must designate in an order of court 
just how many deputies the sheriff 
may appoint. Then each deputy 
must be appointed by the sheriff in 
writing. He must subscribe to an 
oath, which may be administered by 
the county clerk or any other officer 
who has the authority to administer 
oaths, including a notary public. 
The deputy must file a bond or se- 
curity with the sheriff and finally, 
his appointment must be on file with 
the county clerk. 


The matter of following the ap- 
pointment of the deputies to see that 
the law is fully complied with is 
looked upon as very important. 
Otherwise, liability might arise 
against the banks, Where a man is a 
regularly constituted officer acting 
under the direction of the sheriff, 





the banks are not liable for his acts. 

The practice is for the county 
bankers federation to file with the 
sheriff a $7,500 indemnity policy for 
each guard. This policy costs $2.50 
for each guard per year and is a 
blanket arrangement. When a dep- 
uty drops out for any reason, a new 
name can be placed on the policy 
with the least possible trouble. 

The federation also furnishes an 
accident policy which covers the 
guards while in the performance of 
their duty. It pays $5,000 in case of 
fatality and includes other benefits 
for injury. 


How Many Guards Are Needed 


Three men are selected in towns 
with one bank, four men in towns 
with two banks, and usually an 
average of two men for each bank 
where there are three banks or 
more. However, in some cases, it is 
not necessary to select an average 
of two men to the bank as one man 
may be in a position to cover two 
or more banks. 

Our association rather takes the 
position to limit, wherever possible, 
the number of town guards not to 
exceed six. The reason is that the 
appointing of too many men depre- 
ciates the value of the star by put- 
ting it in a position in the commu- 
nity where it is not properly re- 
spected. The larger the organization, 
the more unwieldly and the more 
expense upon the banks to create it. 

The activities of the town guards 
are confined to preventing burglary 
and robbery. They are invested with 
the same authority as any deputy, 
yet they are not expected to act ex- 
cept in an emergency and are en- 
tirely under the direction and order 
of the sheriff, By following this pol- 
icy, no one is embarrassed by the 
act of any town guard who might 
think he was called upon to direct 
traffic or to perform other services 
that might incur the ill will of the 
regular sheriff force. 

We are happy to say that we have 
had no unpleasantness along this 
line. After the town guards receive 
their appointment from the sheriff, 
they get together some evening, se- 
lect one of their number as a captain 
and another as a lieutenant to act 
in the absence of the captain. The 
captain then reports to the sheriff 
and works out with him a plan of 
operation for his community. 

The next article will cover in de- 
tail the plan of operation of the town 
guard and their equipment. 


BANKERS MONTHLY 





led 


2wns 
owns 
y an 
bank 
s or 
it is 
rage 
man 
two 


s the 
sible, 
ot to 
t the 
2pre- 
put- 
amu- 
7 re- 
ation, 
more 
ate it. 
uards 
glary 
with 
puty, 
t ex- 
e en- 
order 
; pol- 
y the 
might 
direct 
rvices 
»f the 


1 have 
s this 
ceive 
heriff, 
g, se- 
yptain 
to act 
. The 
sheriff 
lan of 


in de- 
> town 


THLY 


March, 1946 


CONTINENTAL ILLINOIS 


NATIONAL BANK AND TRUST COMPANY 


OF CHICAGO 


COMMERCIAL BANKING 


CORPORATE AND PERSONAL 
TRUST SERVICES 


FOREIGN BANKING FACILITIES 


UNITED STATES GOVERNMENT 
AND MUNICIPAL SECURITIES 


SAVINGS DEPARTMENT 


Member Federal Deposit Insurance Corporation 








Bank... after bank... after 


NOW that machines are 
again available, more and 
more banks are joining the 
thousands that already use 
the Recordak Single Posting 
System. Read this, and 
you'll see why... 
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i. IT IS SPEEDIER, more accurate. Not only 
has Recordak single-run with sight pay proved 
to be faster than machine pay with its dual-run 
inefficiencies. It has also proved to be more 
accurate. This is the first reason why so many 
I leading banks have “‘gone photographic” —with 
the Recordak Single Posting System. 
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(Subsidiary of Eastman Kodak Company) 
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doing bookkeeping the Recordak way. 


bank is changing 


‘eo be 


cordak 





me IT SUBSTANTIALLY INCREASES the 
number of accounts bookkeepers can handle. It 
substantially decreases the number of machines 
needed, the stationery used. To banks that pride 
themselves on efficiency, savings like these con- 
stitute a second most important advantage of 


4, IT SAVES SPACE ... by eliminating big, 
bulky ledgers . . . by making it possible to file 
old ledgers on micro-size Recordak film. This is 
the fourth reason why so many banks have 
changed to the Recordak Single Posting System. 
They understand the importance of utilizing 
space for profit making rather than storage. 









Single Posting System 





a IT GIVES NEW PROTECTION both to the 
bank and its depositors . . . providing records that 
are tamper-proof, alteration-proof, substitution- 
proof. This is the third consideration that has 
caused so many banks to adopt the Recordak 
Single Posting System. Only Recordak microfilm- 
ing assures such complete protection. 
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>. A NATION-WIDE STAFF of bank-trained 
men install and supervise Recordak Systems. 
This is a fifth reason for their widespread ac- 
ceptance by banks. In our new book, you’ll find 
many other reasons. For your free copy, write— 
Recordak Corporation, Subsidiary of Eastman 
Kodak Co.,350 Madison Ave., New York 17, N.Y. 








| Mail this coupon for FREE book Name | 
| RECORDAK CORPORATION Bank | 
350 Madison Avenue, New York 17, N. Y. 
Please send me the new book about Recordak, Street 
“In Bank ... After Bank . . . After Bank.” 
| ee | 









Farm Loan Volumes Increased 


By Local Improvement Programs 


The banks whose experiences are quoted here reveal that their 
local farmers appreciate and reciprocate the interest which they 
have shown in community farm development programs. By leading 
the way in raising the existing farm standards, these banks have 
made firm friends who take an active interest in helping them grow. 


HE founder of our bank began 

to help local livestock men by 
encouraging them to diversify their 
activities. Most of the early ranch- 
men ran cattle only because they 
were less trouble. The president of 
our bank would talk them into try- 
ing sheep, in which there was more 
money (also more work) and some- 
times he even went so far as to loan 
money only to those cattlemen who 
would agree to put half of it into 
sheep. 

Warehousing of wool was intro- 
duced so wool could be properly 
marketed and from that grew the 
unique Texas warehouse system for 
wool and mohair. Before the era of 
state highway systems, the bank’s 
founder contributed generously to 
building good roads and left an en- 
dowment fund of some $175,000— 
the income from which is still spent 
on roads not built and maintained 
by the state. He also established a 
boys’ school with gifts and endow- 
ments of approximately $500,000 
which many ranchmen’s sons at- 
tend. 

Mr. L. A. Schreiner, our present 
head, encouraged good breeding by 
importing purebreds and running a 
high-grade stoc farm of his own, 
from which he sold good bulls, 
bucks, and rams. Thus the policies 
established by his father are being 
continued. 

Because the owners of the bank 
urged the conserva.ion of game, the 
ranchmen of the present day realize 
a considerable revenue from hunt- 
ing leases. These leases often bring 
as much as a third of grazing leases. 

At present this bank encourages 
and contributes to livestock shows, 
4-H clubs, and employs an outside 
man who travels about inspecting 
and obtaining loans beneficial to 
producer as well as to the bank. We 
work with county agents where pos- 
sible—if they show any evidence of 
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The Experiences Of 


E. B. CARRUTH, JR. 


Vice President, Charles Schreiner Bank, 
Kerrville, Texas 


C. L. BARRY 


County Agricultural Agent, 
Natchez, Mississippi 


E. A. HOWELL 


President, First National Bank, 
Canton, Mississippi 


L. J. WILLIAMS 


Cashier, Citizens Bank, 
Booneville, Arkansas 


being co-operative.—E. B. Carruth, 
Jr., vice president, Charles Schrein- 
er Bank, Kerrville, Texas. 


All 4-H Member Notes 
Have Been Paid 


We have never refused to extend 
credit to 4-H club members for the 
purchase of calves, pigs, chickens, 
and for other purposes. We think it 
is one of the functions of the bank 
to provide funds to encourage boys 
and girls in their club work. 

Our bank has never lost a cent 
on loans to club members. Although 
no collateral is required, we do ask 
for the parents’ signature on the 
note since a minor can not execute 
a note that would be considered a 
legal obligation. 

However, we have found that the 
club boys and girls all have trust- 
worthy character. Youngsters who 
are not considered trustworthy are 
not allowed to become members in 
the first place. We feel that it is per- 
fectly safe to make non-collateral 
loans to club members because their 
record for prompt payment of notes 
due is without a blemish. 

No arrangements have been made 
by us to cover the case where a calf 
or pig dies although a few such in- 
stances have occurred. In these 
cases, we allowed extended time, 
bought the individual another pig 
or calf, and ultimately the debt was 
settled. 


We try to attend all farmer and 
club member conferences and, at 
such conferences, the county agent 
and home demonstration agent dis- 
cuss the rotation of crops, conserva- 
tion of soil, uses of fertilizer, ma- 
chinery and quick methods of culti- 
vation. At these meetings, it is 
emphasized that the prime consid- 
eration in the purchasing of calves, 
pigs, and other livestock is to be 
given to procuring well-bred strains 
so as to insure quick growth and 
better prices when they are sold. 

Our part in the discussion at such 
conferences is usually urging boys 
and girls to join the club and take 
an active part in learning how to 
do something and raise something 
which will give them valuable ex- 
perience. The main point is that the 
youngsters participate in an activity 
which teaches them to earn money 
with their own hands and efforts. 
Of course, we tell the groups we 
address that we are willing to give 
the club a start by financing their 
activities. 

Perhaps 90% of the loans of the 
bank are made to farmers and club 
members and when either of them 
is in need of personal or short-time 
loans, we make such loans on two 
signatures or one signature to a note 
incorporating a bill of sale on some- 
thing equal in value to the amount 
of the loan, 

This county is very largely agri- 
cultural in its pursuits and we know 
of no better way to make our con- 
tribution than co-operating with the 
people who are the largest class of 
producers. Our program is mutually 
helpful—E. A. Howell, president, 
First National Bank, Canton, Miss. 


Character—The Primary Basis 
Of Good Loans 


During the nine years I have been 
a county agent, I have worked with 
4-H club boys and it has been my 
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experience that the activities of the 
club boys and farmers in practically 
every case entails a financing prob- 
lem. It has also been my experience 
that local bankers have been eager 
and anxious to assist in such pro- 
grams where organized on a sound 
basis. 

For example, the president of a 
local bank, who for years has been 
in charge of the Agricultural Com- 
mittee of the Mississippi Bankers 
Association, repeatedly made the 
statement that livestock loans were 
one of the safest loans banks could 
make—provided two fundamentals 
are kept in mind. 

The first thing to remember and 
judge is the character of the man 
with whom you are dealing. Sec- 
ondly—livestock loans are safe if 
made to a farmer who has the 
proper amount of feed on hand and, 
of course, ample barns, fences, and 
other equipment. Conversely, it is 
always safe to advance money to 
purchase feed where the farmer has 
the cattle on hand free of debt. 

I have found that, in order to be 
financially sound, a 4-H club boy, 
or a farmer, should be able to pro- 
vide at least 50% of the labor, ma- 
terials, or livestock in making a 
loan. 

Recently one of our banks made 
a loan to 4-H club members to pur- 
chase some registered sheep. The 
program was worked out through 
local farm organizations, the inter- 
est developed among the boys, and 
then it was presented to the bank. 

Each boy made a loan by the bank 
was required to purchase with his 
own money an additional registered 
sheep and the bank financed the 
purchase of the other one. It was 
felt by the committee of the farm 
organization that it would be safe 
and good business to do this since 
the boy would have the offspring 
from two females with which to 
repay the loan instead of relying on 
the one head financed by the bank. 
Some farmers also participated in 
the program. 

Going back to the seemingly in- 
significant first point made, the pri- 
mary basis of judging these loans is 
character. This can not be over- 
emphasized. Each time that I, as 
County Agent, ask the co-operation 
of a banker on a project, I try to 
manipulate the program so as to 
bring the farmer or boy into close 
contact with the banker. 

On several occasions I have had 
as many as 75 boys taken through a 
large bank where the bank em- 
ployees show the farmers and the 
boys the “inside operations.” On 
other occasions I arrange for indi- 
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“This country is very largely agricultural in its pursuits and we know of no better way 
to make our contribution than co-operating with the people who are the largest class of 


producers. Our program is mutually helpful.’"—E. A. Howell, president, First National 
Bank, Canton, Miss. 


vidual or group conferences with 
the banker and borrower. A feeling 
of understanding and appreciation 
of mutual interest is thus developed 
and closer working relationships 
result.—C. L. Barry, county agri- 
cultural agent, Natchez, Miss. 


Customers Appreciate The Bank's 
Interest In Them 


I have the idea that a bank should 
make money and, at the same time, 
render service to the community. 
These results are best and most 
easily accomplished when the cus- 








How These Banks Indicate 
Their Interest in Farmers 


1. A constructive interest in 
local development is shown. 

2. All possible services are 
offered and rendered when 
needed. 

3. Local farmers are taken into 
the bank and shown how it oper- 
ates in order to develop an under- 
standing of the ways the bank 
can serve them. 

4. Contributions are made to 
livestock shows, 4-H Club work, 
and agricultural organizations. 

5. The banks cooperate with 
the county agricultural agent 
and encourage his programs. 

6. The banks demonstrate 
through action that they under- 
stand the work and the needs of 
local farm groups. 

7. Livestock loans are consid- 
ered safe if— 

a. Made to a man who can 
make money with livestock, 

b. Ample feed and equipment 
to raise the animals are avail- 
able. 


tomer is aware of the fact that the 
bank is working in his interests and 
that he is not being taken advan- 
tage of. 

I feel that the “hard boiled” 
banker is all wrong and that a good 
customer is entitled to all of the co- 
operation you can give him. Surely, 
the bank examiner will say “turn 
over your money once a year,” but 
are you going to force a man to sell 
his stock or his merchandise or his 
farm in order to prevent your hav- 
ing a past due loan when you know, 
beyond a doubt, that he can actually 
pay the note? 

I know a farmer, but, if I want to 
make him a loan on his cattle, I 
must go out and inspect before he 
gets the money. Inspection is not 
amiss but the very first dash out of 
the box you have convinced your 
borrower that you do not believe a 
word he has said to you. 

I have had instances of chattels 
being mortgaged which did not 
exist, but, I have my first loss to 
chalk up. Sure, a little slow and 
difficult maybe, and an awful way 
to get money from the bank, but, I 
also inspected a herd of some 70 
head of cattle and made a loan of 
$1,000. When the pay-day arrived, 
I learned to my surprise that I had 
been shown cattle belonging to an 
entirely different person. I collected 
every penny plus the interest and 
didn’t hire an attorney. 

The point I am trying to make is 
that if you know a man is dishonest 
and do business with him, he will 
beat you if he wants to. If you know 
your customers and their problems 
—you need have no fear caused by 
scanty collateral—L. J. Williams, 
cashier, Citizens Bank, Booneville, 
Arkansas. 


The public should be warned of 
the dangers which arise from shar- 
ing a safe deposit box with others. 
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Now that the waste paper drives are | 


over, a group of slick forgers are con- | 
ducting a drive of their ownon the waste- | 
baskets of banks. They have discovered | 
that there is gold in those unobtrusive, 
utilitarian objects. 
* * 
The scheme is simple. 


* 


1 A Check List For 





preparation is necessary. And the forged | 


checks are cashed right there in the bank 
that services the accounts! 





Here’s how it operates: The forger 
enters a busy bank and moves from one 
writing table to another before he fills 
out a deposit slip. Occasionally his pen, 
or a newspaper, or some other object 
he’s holding, drops to the floor, and he 
stoops to retrieve it. 

* * * 

If he notices a guard watching him,he’ll 

step into a line with a deposit slip in 


No elaborate | 


| Cost Systems 
The Superior Bank 


1. All expenses of the bank cor- 
rectly allocated to departments and 
divisions, classified as to functions, 
and correctly spread so as to peri- 
odically reflect the dollar and cents 
divisional expenses for labor, over- 
head, maintenance, management, 
depreciation and promotional, etc. 

2. All control records tie up with 
standard costs under direction of 
accounting division and make pro- 


| vision for adequate reserves. 


3. Cost system so complete so as 


| to not only reflect actual cost, but 


his hand. But when he reaches the teller’s | 
window he’ll politely ask for change of | 


a perfectly good $10 bill. 
* * * 

When the forger leaves the bank he 
has a few gold nuggets in his pocket — 
the discarded, partially finished, or er- 
roneous slips thrown away by bona fide 
customers. Each time our forger has 
dropped something, he’s picked up such 
crumpled slips from the wastebaskets. 





Some of these slips contain the signa- 
tures of depositors. The forger has a 
working model through the courtesy of 
the bank’s wastebaskets. The next day he 
presents a small forged check (usually 
under $40, made out to cash). Boldly 
scrawled across the back is the notation, 
“OK for payment,” followed by the sec- 
ond forged signature of the depositor. 

* * * 

The small amount involved keeps the 
teller from inspecting the signatures too 
closely. Recently, when one member of 
the gang was picked up in New York 
City, he had 15 checks all drawn against 
the same bank, which he had planned 
to use the next day. 

* * * 

Watch those wastebaskets! Be sure, 

too, that your customers’ checks are on 


possible minimum costs. 

4. Cost system provides for the 
complete utilization of men, mate- 
rial and methods, and reflects peri- 
odical volume of activity so as to 
permit proper and economical] allo- 
cation of labor. 

5. Cost system is used as the im- 
portant factor in planning, new 
business and advertising. 

6. Service charge schedules and 
account analysis methods are based 
on actual costs for performing serv- 
ices plus an equitable share of gen- 
eral overhead and profits. Proper 
consideration is given to all income 
factors such as taxes, investment 
and loaning costs. 

7. Cost system and its connection 


| with service charge schedules and 


safety paper that is unfailingly relia- | 
ble—the kind that any forger knows | 


cannot be tampered with. Hammermill 
Safety is such a paper. 


.from a modern | 


mill where every step in the paper’ s re 
cture is subject to almost i ible | 
te -ng wee "| banks and do not reflect the actual 


laboratory tests. 
* * * 

Since the easing of wartime restrictions 
this fine check paper is even better than 
ever. We'd like you to compare it with the 
paper you are now using. A note on your 


bank letterhead will bring samples. Just | 


address Hammermill Paper Company, 1505 | expenses of bank as a unit. 


East Lake Road, Erie, Pennsylvania. 


140 


account analysis methods reflects 
competency of management. 


The Intermediate Bank 


1. Expenses of the bank allocated 
only to departments and divisions 
which are not classified as to func- 
tions and without summarizing 
dollar and cents expenses for labor, 
overhead, methods, management 
and promotional. 

2. No connection between control 
records and standard costs or pro- 
vision for adequate reserves. 

3. System does not reflect changes 
in item cost brought about through 
increases or decreases in volume or 
indicate the opportunity for improv- 
ing methods of operation. 

4. Cost system inoperative as an 
important adjunct to management. 

5. Service charge schedules and 
account analysis methods in use 
adopted from those in use by other 


situation or give proper considera- 
tion to all income factors. 


The Retrogressive Bank 
1. Monthly reports only reflect 





2. Management is not acquainted 
with the volume of activity either 
on a daily, weekly, monthly, or 
yearly basis nor knows cost for per- 
forming services. 

3. Service charge schedules and 
account analysis methods in use 
were adopted from a plan used by 
another bank which in turn was 
adopted from a plan used by yet 
another bank. 


—From a Management Rating Chart for 
Banks distributed by Marshall Corns and 
Company, Inc., 39 S. LaSalle St., Chicago, 


Protest Never Used 


During the 19 years that I have 
been the executive officer of this 
bank, we have never had occasion 
to use a protest in court and I do not 
recall that any customer has ever 
asked to have a check protested. 

Not having been personally 
trained in law, I have never been 
able to understand the real value of 
protest. I have asked the question a 
number of times, but have never 
received what is, to my mind, a 
satisfactory answer. 

I have always been told that it 
“binds the endorser.” Since the cir- 
cumstances under which an endorser 
would not be bound even without 
protest are exceedingly rare, I can 
see no good purpose whatever in 
protesting any check. 

Your letter is the first I have ever 
received directed to the end of elim- 
inating what is certainly a nuisance 
under any circumstances and you 
certainly have my _ wholehearted 
support and good wishes in having 
the matter of protest abolished com- 
pletely. 

I believe that the Negotiable In- 
struments Law could be amended to 
completely eliminate protest under 
any circumstances. As a matter of 
fact, we are seldom worried with 
protest and I dare say that we have 
not had a dozen cases of protested 
checks within the last five years, but 
on these rare occasions they are a 
source of nuisance and I think un- 
necessary expense to the depositors 
since the fee is added to the check 
when it is dishonored and, of course, 
is then charged back to the deposi- 
tor’s account, increasing his debit 
by that amount. 

It is my earnest hope that your 
interest in this matter will bring 
successful results in having protest 
eliminated entirely in our daily 
banking practice of handling checks 
and other negotiable instruments.— 
J. P. Culpepper, vice president and 
cashier, Bank of Alapaha, Alapaha, 
Georgia. 
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Emblem of the 
Marine Trust Company 
of Buffalo 


Another leading bank using Hammermill Safety 


Since 1850 the Marine Trust Company has out the city and surrounding communities. 
been linked with the diversified industrial life We are happy that Hammermill Safety is the 
of Buffalo. It is the city’s oldest and largest paper on which checks of the Marine Trust Com- 
commercial bank, one of the most influential in pany are lithographed. The sample check shown 
the East, and has 37 offices located through- below is on straightline background design. 
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Four Practical Ways To 
Increase Bank Income 


I have been interested in some of 
the methods that trust officers are 
using nowadays to cultivate attor- 
neys, over and above sending them 
bulletins and literature and run- 
ning complimentary advertisements 
about them. Some of these methods 
have come to me in confidence. But 
here’s an instance that’s public: 
trust officers making a point of 
transacting some estate business at 
the attorney’s office, instead of ar- 
ranging to have it done at the bank; 
letting the attorney name one of the 
appraisers. Little things like that 
can express a viewpoint and make 
quite a difference. 


It looks to me as if there might be 
much more of a market for the Liv- 
ing Trust as a retirement fund than 
we have ever capitalized. Retire- 
ment Funds are very much in the 
minds of business men. What more 
natural program is there than a Liv- 
ing Trust to which one can add as 
his accumulated surplus permits? 
Banks with common trust funds 
should be able to do especially well 
with this. 


After World War I, as you re- 
member, safe deposit. box surren- 
ders began to climb as the public 
lightened up on its Liberty Bond 
holdings. Then came years when 
most safe deposit vaults were badly 
over-boxed. This need not and 
should not happen again. If people 
are encouraged now to put into 
their boxes all the things that 


should be there, they’d be alarmed 
to think of closing them out, quite 
apart from their government bonds. 
This is the time to do it—with 
coupon booth placards, enclosures, 
posters, even personal conversa- 
tions. 

You know of banks that adopted 
the Common Trust Fund and ran 
only one announcement on it. One 
advertisement! You know banks 
that ran one advertisement on Pen- 
sion or Profit-Sharing Trusts, and 
stopped there. Or one on small 
estates—instead of plugging the 
whole appropriation into the idea, 
season after season, as Judge Rose- 
berry did with such success in Los 
Angeles. I’ve seen banks devote only 
one single advertisement, believe it 
or not, to a new personal loan de- 
partment—a mass service! 

Even God Almighty didn’t have 
such confidence in the power of His 
divine words that He expected a 
single telling to last in the minds of 
men. He gave Moses the ten com- 
mandments in the clearest, simplest 
form that He could. Yet, the faith- 
ful have had to come back Sunday 
after Sunday for two thousand 
years to get a few elementary points 
into their heads and keep them 
there. And people who know tell me 
that even now the job is not fin- 
ished.—Merrill Anderson, president, 
Merrill Anderson Company, Adver- 
tising Agency, New York. 








Consumer Credit Philosophy 
Our philosophy of 
credit is that collateral, or its equiv- 


7s the Owner's Equity Protected 7 
"| 


The mortgagee’s interest may not be affected but, in these 
days of rising construction costs, amounts of insurance 
should be checked, and increased, if necessary, to cover 
today’s values and the owner’s equity in a property. 


It’s good business to call these facts to the attention of 


the property owners you serve - now! 


THE PHOENIX INSURANCE COMPANY 


Hartford 15, Conn. 


The Connecticut Fire Ins. Co. 
Hartford, 15, Conn. 


Atlantic Fire Insurance Company 
Raleigh, North Carolina 


Great Eastern Fire Insurance Co. 
White Plains, N. Y. 


Equitable Fire & Marine Ins. Co. 
Providence 3, R. I. 


The Central States Fire Ins. Co. 
Wichita 2, Kansas 


Minneapolis F. & M. Ins. Co. 
Minneapolis 2, Minn. 


Reliance Insurance Company of Canada 
. Montreal 1, Canada 
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alent security in the form of co. 
makers, warrants a rate concession, 
and the fact that a large percentage 
of our loans are made on this basis 
is proof that many people will read- 
ily co-operate for such a premium. 
When an applicant cannot or will 
not obtain a co-maker, we grade his 
risk and charge the legal 6% dis- 
count maximum rate, plus the cost 
of life insurance. Exceptions are 
made for executives and employees 
of old established concerns, who are 
prime risks and are entitled to the 
lower rate of 3-5/6% discount, in- 
cluding life insurance. 

We believe that the rate should be 
consistent with the risk rather than 
the size of the loan, for it is clear 
that even the ceiling charge per- 
mitted banks does not provide for 
adequate reimbursement of costs on 
loans below the theoretical break- 
even point. In line with our institu- 
tional slogan “No account too large 
—No account too small,” we make 
loans as low as $60 repayable $5 
monthly. We, therefore, place cus- 
tomer satisfaction on a par with the 
profit motive and are willing to use 
the margin from the large loans to 
offset the loss on our small ones. In 
this way, we can be of service to 
more people, and we leave the 
small, as well as the large, borrower 
better off at the end of the deal than 
he was at the beginning.—John B. 
Paddi, vice president, Manufactur- 
ers Trust Co., New York, N. Y. 


Proper Identification Results 
In Reliable Depositors 


It has been our policy for years 
to require identification on new ac- 
counts. The reason for this is that 
we would like to know whether the 
person who deposits and whose en- 
dorsements we guarantee is the 
rightful owner of the checks and is 
reliable. 

In respect to overdrafts, wherever 
it is possible, we try to reach the 
customer by telephone the first time 
an account is overdrawn. Our idea 
behind this is that we could also be 
wrong and, by asking the customer 
what his balance is according to his 
books, it usually brings satisfactory 
results and at times saves embar- 
rassment, 

If we find the account continues 
to be overdrawn, we send a few 
checks back, but when it becomes a 
nuisance, we usually send him our 
draft for his balance and ask him 
not to make any more deposits. For- 
tunately, these occurrences are rare. 
—Joseph Oberle, cashier, First Na- 
tional Bank, Baltimore, Maryland. 
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A Bank Is Not Obliged To 
Service Nuisance Accounts 


Undoubtedly the customer who 
habitually overdraws or kites is 
undesirable and offers possibilities 
of loss, not only to the bank but to 
its other depositors and to the pub- 
lic generally, as the time must 
approach when checks on these 
accounts will be returned and be- 
come uncollectible in the hands of 
either a bank or some firm or indi- 
vidual. 

It would appear that it would be 
far better to close these accounts 
and to refuse to reopen them under 


any consideration. However, it is’ 


our practice and opinion that this 
should be done only after careful 
investigation and consideration, as 
we have found that many customers 
are merely careless and by properly 
bringing to their attention the un- 
satisfactory situation, an adjust- 
ment may be made and a desirable 
account could result. 

We feel that the selection of ac- 
counts goes much farther than the 
mere elimination of the “kiter” or 
“overdrawer,” as a proper investi- 
gation of accounts offered, which 
reveal unsatisfactory credit back- 
ground, criminal records, or similar 
matters, would indicate that the 
account could be embarrassing to 
an institution in its future activities. 

We do not feel that accounts 
should be refused or closed merely 
because of small balances, as these 
accounts can at least be paid for 
through the use of service charges, 
and not only have possibilities of 
developing into profitable business, 
but contribute much to favorable 
public relations through the boost- 
ing of the small depositor who feels 
that he is being given adequate 
banking facilities. 

From this, we conclude that any 
nuisance account is dangerous and 
unsatisfactory and should be elimi- 
nated, but that the elimination 
should be made only after full in- 
vestigation, careful consideration, 
and on the merits of the nuisance 
value only and not from a profit 
standpoint entirely.—H. S. Robin- 
son, vice president and cashier, The 
Liberty National Bank, Oklahoma 
City, Oklahoma, 


Several of our officers and de- 
partment managers read every issue 
of your publication and always find 
in it articles and suggestions of real 
interest and value.—H. C. Nicholls, 
cashier, The First National Bank, 
Madison, Wis. 
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o oTHeR check endorsing machine is so well adapted for all 
N check-handling operations! Only Endorsograph has a com- 
bination of features that allows it to be used with equal facility 
for straight endorsing or cancelling, in conjunction with listing 
or posting and in combination with check microfilming! 

Endorsograph permits selective placement of endorsements. 
It stacks checks in original sequence. All operating units are 
interchangeable. It has built-in, wheel-type date unit and numeral 
wheels for batch identification. And, it endorses or cancels up 
to 225 checks per minute! 

Here is the only all-purpose check endorsing machine for your 
office. Call your CC specialist for a demonstration. 


Send for New FREE Folder 


If you would like further information concern- 
ing the many exclusive advantages of the 
Endorsograph, write for this new Endorso- 
graph Folder. Address Dept. BM-36. 


MAKERS OF USPM METERED MAIL 


MMERCIAL SYSTEMS AND MAILROOM EQUIPMENT 


NTROLS ENDORSOGRAPH DIVISION 


2s @) R P '@) RAT | '@) N Rochester 2, New York 


Sales and Service Offices in Principal Cities 
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“Throw Up Your Hands!” 


Bank holdups are ‘‘on the way.” Let’s be prepared for 
them. As an inspiration and an aid to our friends who 
wish to avoid holdups, we are reprinting some of the 
accounts of experiences during the previous crime wave. 
This one is reprinted from January, 1927 Bankers 


Monthly. 


By C. A. MILLER 


Cashier, First National Bank 
Columbus, Wisconsin 


(O EVERY banker has come the 

thought at some time or another: 
“What would I do if I were com- 
manded to throw up my hands?” 
I recently experienced a holdup and 
found there was nothing to do but 
obey orders from the bandits and 
allow them to carry out their own 
plans. 

As far as the holdup itself was 
concerned, the four bandits were 
inside the bank exactly four min- 
utes and during that time entirely 
cleaned out our two safes. All of the 
employees, with the exception of 
myself, were required to lie on the 
floor. 

I, with a gun at my back, and 
finally one at my head, was re- 
quired to work the combinations on 
the two safes, and then I was or- 
dered to my place on the floor with 
the others. 


Employees Ordered Into Vault 


After making their cleanup, the 
bandits ordered the employees into 
the vault, but assured us that the 
doors would not be closed tightly. 
However, the day gate was closed 
on us and the robbers ran for the 
front door only to find that they 
had left the pillow cases containing 
the loot lying on the floor directly 
in front of us. One bandit came 
tearing back for them. 

It is needless to say that the em- 
ployees and myself were very nerv- 
ous, and perhaps a large part of 
that was due to the extreme nerv- 
ousness displayed by the bandits 
themselves. I know I was very 
nervous and found it a difficult task 
to open the safes. I do not believe 
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that any of us really suffered at 
the time as much as we did in a 
week or ten days after. 

The bandits’ car was parked a 
short distance down the street in 
the center of the road (blocking 
traffic to some extent), with the 
engine running and another bandit 
at the wheel. The men hardly had 
time to get in the car when it dashed 








To Minimize Loss 
From Holdups 


I would make the following 
suggestions to other bankers as 
the result of our holdup experi- 
ence: 


1. Keep all checks out of cash 
drawers. 


2. Place deposit slips for the 
day on the filing desk as soon as 
possible. 


3. Place remittance items and 
checks on other local banks on 
the filing desk as soon as pos- 
sible. 


4. Keep notes and their col- 
lateral in two different places so 
that both will not be taken. 


5. Keep careful record of mort- 
gages, deeds, insurance, safe 
keeping papers, and carry spe- 
cific insurance for such items to 
fully cover. 


6. Install a silent alarm sys- 
tem. 


7. Install telephones in vaults. 


away at high speed, nearly tipping 
over a couple of times. The highway 
was strewn with roofing tacks for 
a distance of about 12 miles, mak- 
ing it almost impossible to follow 
the robbers at any rate of speed. 

The police in all the larger cities 
in this section of the state as well 
as all the small towns hereabout, 
were promptly notified. The course 
of the robbers (as has since been 
found) was a series of cross roads 
for a period of over 100 miles from 
here, leading to dense woods where 
they, no doubt, camped for the 
night. 


Plans Made Weeks Ahead 

There appears to be no question 
but that they made their plans for 
weeks ahead and were in our town 
all of the day of the holdup await- 
ing the opportune time to do their 
work, It has also been determined 
that there were two cars and pos- 
sibly seven or eight bandits, the 
two cars meeting about 12 miles 
from here and exchanging loads. 

Several weeks were required to 
check the numerous items and as- 
certain the losses. We find that 
there are numerous items that we, 
as bankers, cannot be too careful 
in recording. If we had kept better 
account of these things, we would 
have saved a lot of unnecessary 
work, This would have greatly as- 
sisted in making our claims on the 
insurance companies and regaining 
our lost property. 


Records Will Save Trouble 


This applies particularly to prop- 
erty left for safe keeping, such as 
collateral for loans and items for 
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collection (in many cases worthless 
papers except to the owner). 

Yeggs do not take the time to see 
what is worthless. They take every- 
thing. 

I would have an alarm system 
whereby responsible parties outside 
of the bank would be immediately 
notified when something is wrong 
and an outside defense could be 
prepared so that when the bandits 
left the bank they could be covered, 
possibly from second story windows 
across the street. 

I do not favor a noisy alarm given 
on the street. I would- not want an 
armed guard behind a barricade. 
These endanger the lives of em- 
ployees. 

In most cases, insurance is not 
carried on items left for safe keep- 
ing or on transit items, and in banks 
where they have been stolen, it has 
been an endless and almost impos- 
sible job to obtain renewals of such 
stolen papers. 

We were fortunate for we have 
always kept these inside the vaults 
in separate compartments but han- 
dy to the discount cage, keeping 
only the current month items out- 
side during the busy times of the 
month. 

We highly approve the vigilante 
system and consider it as the best 
means of ridding our country of 
holdups. We intend to have an 
alarm system that will notify a 
number of officers in the immediate 
community. 


Errors On Customers’ 
Accounts Most Damaging 


The seriousness of an error in a 
customer’s account was emphasized 
recently in a long article appearing 
in several city newspapers, which 
told the following story: 

“A customer of a large bank who 
had only $59 balance in his account 
received a statement from the bank 
saying that he had $1500. The next 
day, he received another communi- 
cation from the bank saying that the 
previous letter had been in error 
and that his balance was $2000 in- 
stead of $1500. 

“The customer blinked his eyes 
but finally decided to go to the bank 
and close his account. This he did 
and received $2000 in currency. In 
a few days, however, the bank dis- 
covered that the bookkeeper had 


made a serious error. She had cred- 
ited a large deposit to the wrong 
account. 

“The bookkeeper’s excuse was 
that this man’s initials and his last 


name were the same as the initials 
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Inquiries relative to any phase of 
this service are invited and will 
receive prompt attention. 


A COMPLETE financial service for 
correspondent banks, developed 
through more than eighty years of 
conservative banking is offered by 


The First National Bank of Chicago. 








The First National Bank 
of Chicago 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 











and last name of a woman customer. 
The woman customer usually used 
her first name, but on this deposit, 
she had used only her initials. Fur- 
thermore, the man had at one time 
lived at the same address as was on 
the account of the woman customer, 
although he did not live at that ad- 
dress now.” 

The article in the newspapers was 
written rather facetiously but it 
must have caused a tremendous 
amount of damage because the name 
of the bank was given as well as 
the name of the man. It is easy to 
imagine that many bank customers, 


after reading this story, might have 
raised their eyebrows and begun to 
wonder whether their bank was 
crediting some of their deposits to 
the account of someone else or 
charging the checks written by 
someone else to their accounts. 

The important fact in this situa- 
tion is that bookkeepers have a tre- 
mendous responsibility and must 
work with enough deliberation to be 
sure that every item is credited or 
debited to the right account. 

In return for assuming this great 
responsibility, it would seem that 
bank bookkeepers might rightfully 
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demand of the bank that all cus- 
tomers be provided with checks on 
which the account name is printed 
above the signature line so that 
bookkeepers could not be blamed 
for misreading illegible signatures 
in sorting to accounts, In fact, they 
would not have to read illegible 
signatures at all because they could 
read the printed signature. 


The adoption of a schedule for 
rendering periodic, instead of 
monthly statements to personal ac- 
counts has been favorably received. 
—Joseph W. Dumser, Manufacturers 
Trust Company, New York, N. Y. 


This Type Of Appeal Gets 
Trust Accounts 


Allan Forbes, president of The 
State Street Trust Company of Bos- 
ton, Mass, has supplied Bankers 
Monthly with the following copy 
which proved to be valuable in get- 
ting new trust accounts for The 
State Street Trust Company. While 
this wording is copyrighted, the idea 
might be put into the experience of 
your own bank and used without 
copyright infringement. The im- 
portant thing about this copy is that 
it appeals to the average man for it 


ne 


70 PINE STREET 


Serving the 


INVESTMENT 


NEEDS 
of 
INSTITUTIONS 


Cur Institutional Department offers special serv- 
ice to banks, insurance companies and other 
institutions by assisting them in the solution of 
the many phases of their investment problems. 
Our broad experience enables us to provide 
institutions with current basic facts concerning 
security market activities—a service of particular 
value during these days of changing conditions. 


In addition, through the facilities of our 89 
strategically located offices—connected by direct 
wires—we are able to assemble facts concerning 
markets and securities promptly and efficiently. 


This type of service offers a modern and logical 
approach to today’s institutional investment 
problems. We will be more than happy to sit 
down with you personally and discuss the many 
phases of your investment requirements in a 
confidential manner. 


MERRILL LYNCH, PieRCE, FENNER & BEANE 


Underwriters and Distributors of Investment Securities 
Brokers in Securities and Commodities 


Offices in 88 Cities 


NEW YORK 5, N. Y. 


is written from his standpoint 
rather than the standpoint of the 
trust company. The copy reads as 
follows: 

“Not long ago, a man came to us 
to discuss plans for the administra. 
tion of his affairs. He explained that 
his parents had recently died, and 
that he had been attending to the 
settlement of their estates, 

“The experience had shown him 
what a difficult and burdensome task 
it was, especially for anyone with- 
out training or practical knowledge 
of the many duties that an executor 
must perform. He was determined 
that his wife should not be called 
upon to assume the responsibility of 
settling his estate and managing it 
thereafter. 

“We went over with him the par- 
ticular problems that the adminis- 
tration of his estate would involve, 
and the safeguards that State Street 
Trust Company would provide, as 
executor and trustee of his estate. 
At our suggestion, he then had his 
lawyer draw a will that set forth 
well-considered plans for’ the man- 
agement of his estate and its conser- 
vation for his family’s benefit. 

“Under those plans, his wife will 
not have to assume any estate man- 
agement responsibility. She will re- 
ceive the income produced by the 
estate under our management as 
trustee. She will also receive, as 
permitted by the will, such pay- 
ments from the principal as are con- 
sidered necessary for her welfare 
and support. 

“After her death, the property 
will be held in trust with income 
going to the children until the son 
reaches 30, when he will receive 
half of the estate. The other half will 
continue in trust for the daughter, 
with final distribution to her chil- 
dren when she dies. 

“The will made proper provision 
for managing and distributing the 
estate in the event of the death of 
son or daughter before the major 
provisions of the will could be ful- 
filled. 

“Making his will gave this mana 
feeling of satisfaction that he had 
planned wisely for his family’s 
future, and that State Street Trust 
Company would guard their inter- 
ests well. In addition, he had re- 
lieved his wife from the obligation 
of going through the details of set- 
tling his estate. 

“No one should wait for personal 
experience to be convinced that de- 
lay is serious in this important mat- 
ter. The history of many estates, 
and many families, written into the 
records of probate courts, is con- 
vincing enough.” 
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Railway Express Gives Banks 
A Lesson In Public Relations 


E. W. Rossiter, president of The 
Bank of Hartington, Hartington, 
Nebr. sent us a copy of a booklet 
published by Railway Express 
Agency, Inc., New York 17, New 
York, which so appealed to him be- 
cause of the principles of public 
relations it represents that he sent 
a copy of it to every member of his 
local Chamber of Commerce and to 
his friends in all of the banks in 
Nebraska. 

The letter on the inside front 
cover of this booklet is represen- 
tative of the technique used by 
the general manager of public rela- 
tions to encourage Railway Express 
employees to serve customers bet- 
ter. That letter reads as follows: 

“How Can We Do It Better? That 
question is before the Railway Ex- 
press family constantly. 

“For several years, we have been 
studying and experimenting with 
paths that we can follow which will 
enable us to do a better job in meet- 
ing the public and in helping them 
become our friends and we, theirs. 
As a result, we have discovered the 
things that our employees are doing 
over the system to build better rela- 
tions with the public. All of these 
things are very simple. They spring 
from old-fashioned good manners, 
cordiality, and efficient business 
practices. Good manners and cor- 
diality, of course, spring from some- 
thing within a person. They are 
based on sincerity. 

“Railway Express men _ and 
women over the nation, for the most 
part, are well mannered, cordial, 
and sincere in their individual lives 
and they practice these virtues in 
their business automatically, This 
manual, therefore, is merely to 
bring together those practices that 
Railway Express people are con- 
stantly using, not Secause someone 
tells them to, but because courtesy 
and efficiency are a part of them. 
This booklet seeks to organize these 
things so as to give all of us the 
benefit of these experiences. The 
system-wide use of these little prac- 
tices will make work a greater 
pleasure and develop many new 
friends and keep old ones for Rail- 
way Express and for ourselves.” 


Keep the possibility of holdups con- 
stantly before your employees, not 
in a way to make them nervous, but 
rather in a way to make them feel 
that you and they must constantly 
watch for opportunities to make 
your bank safer. 
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Many Banks Use 
Bankers Monthly Quiz 


Bankers in nearly all states are 
making use of reprints of Bankers 
Monthly Quiz and we are glad to say 
that we can supply these reprints to 
other banks which might want to 
place a copy in the hands of each 
employee. 

The small charge of two cents for 
each reprint is made to cover the 
expense, and because the amount is 
small, we prefer to bill the total 
amount only once a year—sending 
reprints each month. 
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Banks, Finance Companies 
Vie in ‘Battle of Giants’ 










of banks will divide the nation be- 


The above is one of many news headlines that tells 
about the coming competition in consumer credit 
and time sales financing. 





This bank, with 33 years’ operation under 
the same management in this field, offers its 
correspondents a wealth of experience which 
can hardly be found elsewhere. 





Industrial Bank 


AND TRUST COMPANY» 
NINTH AND WASHINGTON (1) ST. LOUIS 
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If you will let us know how many 
you need, we can supply current re- 
prints as well as reprints of the 
quizzes for all months since August, 
1944, with the exception of August 
and September, 1945. Address Re- 
print Editor, Bankers Monthly, 536 
South Clark Street, Chicago 5, Illi- 
nois. 


While a bank cannot lend to its 
directors, because they have a finger 
in its management principles, this 
does not apply to stockholders, who 
are representative customers—they 
are often among its best borrowers. 
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Common Trust Fund 
Regulations 


It is no secret that the Board of 
Governors, from the time of the pro- 
mulgation of the original Common 
Trust Fund Regulation in 1937, had 
a fear that banks and trust compan- 
ies might, through the medium of 
these funds, get back into the secur- 
ities selling business; that they 
might set up what would amount to 
investment truSts and sell participa- 
tion to the public through the guise 
of “shortform trust agreements.” 


The board has also had the fear that 
competitive publicity between trust 
institutions over the results of their 
common trust funds might result in 
unhealthy reaching for income of 
capital gains. 

It is no secret that the board still 
has this fear and that it is, through 
the examining departments of the 
federal reserve banks, keeping an 
eye peeled for such tendencies, and 
that it intends to curb any which 
appear. They have the power, for 
whether or not the trust institution 
operating a common trust fund is a 
national bank, a federal reserve 


Tip to Travelers... 


] “‘My handbag’s gone! Stolen! 
e@ With my American Express 
Travelers Cheques! And I don’t 
know anyone in this town. But— 
wait—what was it that bank teller 
said? ‘In case of loss...’ 


3 “When I bought the 
@ cheques, the teller said to 
write the serial numbers on this 
record form and carry it separate. 
I also noted the date whenever I 
spent a cheque. Here’s the list.” 


2 “I’m glad that teller told 
@ me to report to an Ameri- 
can Express office if any of my 
cheques were stolen. There’s no- 
body else in this town I could go 
to. And something else he said... 


4 “With this record, you'll 
@ get a refund more quickly. 
I know you're glad you carried 
your travel funds in American 
Express Travelers Cheques in- 
stead of in cash!” 


Your bank has a real opportunity to serve business and 
pleasure travelers who need protection for their funds. 
For further information or advertising material, write 
W. H. Stetser, Vice President, American Express Co., 
65 Broadway, New York 6, N.Y. 


AMERICAN EXPRESS 


Travelers Cheques 


member bank, or an unassociated 
state bank, it still must conform to 
Section 17 of Regulation F of the 
Board of Governors of the Federal 
Reserve System in order to qualify 
its fund under Section 169 of the 
International Revenue Code, the 
section which makes a common trust 
fund practical under income tax.— 
Rodman Ward, vice president, Equi- 
table Trust Co., Wilmington, Del. 


Is An Officer Who Gets No 
Pay An Employee? 


Since the inception of Federal 
Unemployment Compensation, em- 
ployers have been required to in- 
clude uncompensated, inactive of- 
ficers in the count of employees 
which determines whether they 
have the necessary number of em- 
ployees (eight or more) to make 
them liable for Federal Unemploy- 
ment Tax payments. The Bureau of 
Internal Revenue, in Mimeograph 
Coll. No, 5967 of January 4, 1946, 
has now ruled that such uncompen- 
sated, inactive officers need no 
longer be counted. 

This will make it unnecessary 
that some banks make such pay- 
ments in the future. It also makes 
possible refunds of some _ such 
amounts paid in the past. All banks 
having eight employees or a few 
more than that number should make 
a count of employees on the new 
basis and determine whether they 
are still liable for these Federal Un- 
employment compensation taxes. If 
they are not, they should consider 
the desirability of seeking refunds. 

Claim for any year must be filed 
within four years after the payment 
to the Collector of the tax, penalty 
or interest with respect to such year, 
and that a separate claim must be 
made for each taxable year. Appli- 
cations for refunds are made on 
Form 843 which can be obtained 
from the Collector of Internal Rev- 
enue. A director whose only services 
are those required by attendance at 
and participation in meetings of the 
board of directors at no time was 
treated as an employee. 


Concerns extending consumer in- 
stallment credit are highly special- 
ized credit institutions, dealing in 
one or a few types of credit, and 
their personnel] is highly trained and 
skilled in this type of work, and 
many safeguards are set up to in- 
sure a satisfactory experience—Carl 
M. Flora, vice president, First Wis- 
consin National Bank, Milwaukee, 
Wisconsin, 
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A Bank Employee’s Ideas 
For Better Living 


li's January! And the bills are 
coming in for the gifts we presented 
at Christmas. As you check the items 
purchased, see how many of the 
following gifts—that know no price 
in dollars—were included in your 
list: 





The Gift of Praise—Appropriate 
mention—right in front of the other 
fellow—of superior qualities or of 
jobs or deeds well done. 


The Gift of Consideration—Put- 
ting yourself in the other fellow’s 
shoes, and thus proving your genu- 
ine understanding of his side of the 
case. 

The Gift of Concession—Humbly 
saying at just the right point, “Sorry 
—you’re right and I am wrong.” 

The Gift of Gratitude—Never for- 
getting to say “Thank You” — and 
never failing to mean it. 

The Gift of Attention—When the 
other fellow speaks, listen atten- 
tively. If his words are directed to 
you personally, meet his eye 
squarely, 

The Gift of Inspiration — Plant 
seeds of courage and action in the 
other fellow’s heart. Help him to 
strive for greater accomplishment 
and lasting satisfaction. 

The Gift of Your Personal Pres- 
ence—In sickness, in trouble, or in 
a day of great joy, there is nothing 
quite equal to your personal ex- 
pression of sympathy or congratu- 
lation. 

These are gifts that all can bestow 
and be richer for the giving. 


—Reprinted from House Organ “No Protest’ 


of State-Planters Bank and Trust Company, 


Richmond, Virginia. 
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Warehouse Receipt Loans 
THROUGH 


FIELD WAREHOUSING 
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Where working capital is tied up 
in inventory .. . where assets lie 
dormant in, for instance, season- 
al industries, there is opportu- 
— for larger loans than youcan 
make on an open-line credit basis. 

Our Field Warehouse Service 
enables you to make Warehouse 
Receipt Loans by establishing a 
public warehouse right on your 


customer’s own premises. Our 
experience, responsibility, and 
long record of valid bailment can 
extend your lending field safely 
and profitably. 

An operating executive will be 
glad to call and explain the ad- 
vantages of our Field Warehouse 
Service. Send for booklet “W are- 
house Receipts as Collateral.” 


New York Terminal 


Warehouse Company 
25 South William Street, New York 4, N. Y. 


219 Broad Ave., Albany, Go. + Healey Building, Atlanta 3, Ga. » 35 Congress St., Boston 9, Mass, + Liberty Life 
Bidg., Charlotte 2,N. C.+ 120 So. LaSalle St., Chicago 3, Ill. - National Bank Bidg., Detroit, Mich. - 809 Electric 
Bidg., Indianapolis 4, Ind. + First National Bank Bidg., Memphis 3, Tenn. « 16 South Broad St., Philadelphia 2, Pa, 
Keystone Bidg., Pittsburgh 22, Pa. + 8th and Locust Sts., St. Paul 1, Minn. « Hills Bidg., Syracuse Z, N.Y. 





Delayed Return Seldom A 
Disadvantage To Payees 


We have used the delayed post- 
ing system in our bookkeeping de- 
partment for a number of years. 
We believe that this system prob- 
ably saves from twenty to thirty 
minutes posting time per day for 
each bookkeeper. We are using girls 
in our bookkeeping department 
where we formerly used boys, so we 
cannot say that fewer bookkeepers 
do the work now. 

We also return “no-good’ items 
on the following day instead of on 


the same day as received. We do 
not believe this saves the book- 
keepers any time, however, it may 
possibly save some time for the 
return clerk. There may have been 
occasions when the delay of one day 
might have been disadvantageous 
to a payee of a check, but such are 
very infrequent.—N. J. Loder, cash- 
ier, Hamilton National Bank, Chat- 
tanooga, Tenn, 


The best business-getting activi- 
ties are methods that develop a 
closer human touch with the people 
of the community. 
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SERVICE 
Maintaining an intimate, 
personalized correspondent 
bank service. 


EXPERIENCE 


Officials with years of serv- 
ice in this field, assuring a 
knowledge of requirements 
and valuable assistance. 


POLICY 


To cooperate with out-of- 
town banks rather than 
compete for business which 
is rightfully theirs. 


CThe 
PUBLIC 
AU COMNE 
BANK 


AND TRUST COMPANY 
OF NEW YORK 


ESTABLISHED 1908 






MEMBER 


4 New York Clearing House Association 
Federal Deposit Insurance Corporation 


statement figures 


Use these accurate 
techniques of 


FINANCIAL 
statement analysis 
<<< oasis 
i ky manual supplies the 
key to sounder financial 
statement analysis by dem- 
onstrating the techniques 
which will enable you to pull Se 
all of the important facts 4 7 oy 
from the figures you have at ‘ 
hand. It describes the tech- ~ 
nique of sales analysis ap- 4 
ee | to small business, —_ 4 
and of comparative and . 
internal analysis of balance Just Published! 


sheets, profit and loss statements, and surplus accounts, 
of businesses of all kinds. 


PRACTICAL FINANCIAL 
STATEMENT ANALYSIS 


By ROY A. FOULKE 
Vice-president, Dun and Bradstreet, Inc. 
619 pages, 6 x 9, 70 schedules, 26 forms, $6.50 
McGraw-Hill Accounting Sertes 
This book takes a long step toward helping you make an 
effective tool of accounting by demonstrating the practi- 
cal, workable techniques by which you may use financial 
statements to your own greatest advantage. It enables 


executives to check up on the efficiency of their own 
practices. investors to ascertain the condition of the 
business in which they hold stock, credit men to better 


judge the limit of their creditors, bankers to ‘judge the 
— —— of a business or corporation with greater 
nsight. 


See the book 10 days on approval! 


McGraw-Hill Book Co., Inc. 
330 W. 42 St., N. ¥.C. 18 


Send me Foulke’s Practical Financia) Statement Analysis 
for 10 days examination on approval. In 10 days I will 
send $6.50, plus few cents postage, or return book post- 
paid. (Postage paid on cash orders.) 


Name. 

Address 

Ctty and Stat 

Company . 
Posttton BM-3-46 


(In Canada Mail to Embassy Book Co., 12 Richmond 
St. E., Toronto 1) 
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Answers To Bankers 
Monthly Picture Quiz No. 34 
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a. This is a National Cash Regis- 
ter proof and distribution ma- 
chine. 


ed ¢- 


c. There is danger that the bank 
might be blamed if something 
were lost from a box opened in the 
vault as shown in the picture. 
b. You can see the individual 
ledger trays. 
b. The term ‘‘multiple-key” 
means that there are more than 
10 keys. 
a. Note that this machine has no 
tape. It is known as an electric 
calculator. 
d. Anarticle in July, 1944 Bank- 
ers Monthly described these ma- 
chines. 


ih ¢ 
14 
i @- 
id °- 
i ¢: 


a, b, or c. Your guess is as good 
as ours. 


iD ¢: 
i) ». 


One of our readers writes: “The 
human brain is a wonderful organ. 
It starts to work the minute you 
awaken in the morning and never 
stops until you try to answer a 
quiz.” 


“No Protest’ Stamping 
Is Extra Work 


I am in agreement with the idea 
that it is unnecessary in a great ma- 
jority of instances to protest a check 
returned for insufficient funds. 

It has been the custom for many 
years for certain business firms to 
stamp their checks with a “no pro- 
test” symbol. In the olden times it 
was thought that the expense of 
paying the protest fees, which 





should come back to the maker of 
the check, would act as a deterrent 
in overdrawing the account. Often- 
times this did not prove to be the 
case, but only took funds, which 
made it harder still for the maker 
to make both ends meet. 

I should be in favor of having the 
Negotiable Instruments Act amend- 
ed in such a way that the banks 
would be protected if items were 
returned without being protested. 
If this is done, I believe banks, as a 
rule, will decide to discontinue the 
protesting of checks.—E. W. Elwell, 
cashier, The First National Bank of 
Amherst, Amherst, Mass. 


No Customer Has Used A 
Protest 


We believe the protesting of 
checks is a nuisance and accom- 
plishes no good purpose for the bank 
or for the customer. Therefore, the 
Negotiable Instruments Act should 
be amended. 

No customer of ours has ever 
made use of the protest in court and 
we have never had a customer ask 
to have a check protested.—A. G. 
Berthot, president Security Bank 
and Trust Co., Bozeman, Montana. 


All Bank Departments Favor 
Two Check Sizes Only 


After reading your very interest- 
ing discussion concerning standard 
sizes for all bank checks, I went to 
the various departments of the bank 
to get reactions of the ones who 
handle checks. 

One officer stated he thought there 
ought to be two sizes, that ladies 
would not carry a large check. The 
rest of the departments were heart- 
ily in favor for various reasons as 
listed below: 

1. Checks easier to assort. 

2. Less cost items and easier to 
locate missing items. 

3. Neater statements. 

4. Filing easier and more exact. 

5. Bookkeepers more accurate. 

6. Less mutilated items. 

7. Proof department says fit bet- 
ter in trays. 

One thing mentioned with the 
check subject was that too many 
checks, particularly insurance and 
business checks, have all kinds of 
numbers, dates, and figures on the 
right hand side of the checks where 
the amount should be. If that is cor- 
rected, much time will be saved and 
lots of headaches eliminated.— A. 
R. Schreiner, auditor, The Citizens 
National Bank, Alexandria, Va. 
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Another . 


New World-Standard Created by 
Herring-Hall-Marwin Engineers 


Lockers - 


BUILDERS OF THE UNITED STATES SILVER STORAGE VAULTS AT WEST POINT 


" 


‘ nl wt 1 J 


mT net 


‘nk 


® Now it can be told—how, for the five long years 
of continuous research, while Herring-Hall-Marvin 
engineers were concentrating on new and higher 
standards of precision-engineering to help speed 
all-out Victory, they built up a backlog of revolu- 
tionary discoveries that they knew would be appli- 
cable to the art and science of building better 
protective equipment for banks in the years of 


HERRING-HALL-MARVIN SAFE CO. 


Monufacturers of Bank Vault Equipment - Bank Counters - Tellers’ Buses ond 
Safe Deposit Boxes - Night Depositories - Bank and Office Sofes 
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peacetime progress. Now, they are ready to make 
the epochal announcement—STAINLESS STEEL 
FOR YOUR NEW BANKING HOME! Yet this is 
only one of a score of unannounced improvements 
that merit your immediate investigation. 
Whatever your requirements for new construction 
or remodeling, see your local Herring-Hall-Marvin 


representative—or write, wire or phone us direct. 






General Offices 
HAMILTON, OHIO 
BRANCH OFFICES 





Los Angeles, Detroit, Pittsburgh 








In New York, Chicago, Boston, Washington, 
St. Louis, Atlanta, Houston, Philadelphia, 


OTHER AGENCIES ALL OVER THE WORLD 
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Rapid, Error Proof Work 
Keynote Of APECO 
Photo-Copyer 


A low cost, highly efficient, port- 
able machine known as the APECO 
Photo-Copyer is at present being 
manufactured and marketed by the 
American Photocopy ‘Equipment 
Company. 

As simple in design as it is in op- 
eration, the APECO Photo-Copyer 
renders photo-exact facsimiles of 
any desired written, printed, drawn, 
typed, or photographed materia] in 
a minimum of time. 

Unlike other machines of this na- 
ture, APECO is not dependent upon 
skilled workmen for operation, nor 
upon outside agencies for comple- 
tion of the facsimile. Any person in 
the office or bank can handle the 
toughest job from start to finish. 

The APECO Photo-Copyer, while 
measuring only 10% x 13 x 21 
inches, is capable of making copies 
of any original up to 18 x 22 inches 
without omitting a single detail. 


Check What You Need And Mail This Form 


. Accounting Forms 


2. Accounting Machines 
3. Addressing Machines 


. Architects and Builders 

. Bandit Resisting Enclosures 
and Alarm Systems 

. Bank Building Fixtures 

. Bank Directories 

. Banking by Mail Envelopes 

. Binders, Check, Bookkeeping, 
Ledger 

. Bronze and Brass Signs 

. Calculating Machines 

. Chairs, Posture, Office 

. Changeeble Signs 


. Checks 

. Check Book Covers 

. Check Cancelling Perforators 
. Check Endorsers 

. Check Files 

. Check Protectors 


20. Check Signers 


. Check Sorters 

. Check Sorting Trays 

. Checking Account Systems 
. Christmas Savings 

. Coin Bags 

. Coin Boxes 

. Coin Changers 

. Coin Counting Machines 


THE BANKERS SECRETARY 
Rand McNally and Co., 536 So. Clark St., Chicago 5, lll. 


29. 


Coin Counting and Packaging 
Machines 


30. Coin Envelopes 


31. 


Coin Sorting and Counting 
Machines 


32. Coin and Currency Trays 


33. 
34. 
> Currency Straps 
37. Deposit Ticket Files 


Coin Wrappers 
Coupon Books 


Dating Machines and Stamps 


. Desk Pen Sets 

. Duplicators 

. Expanding Filing Envelopes 

. Expanding Mailing Envelopes 


. Filing Cabinets 


43. Forms, One-Time Carbon 
. Forms, Continuous 
45. Inter-Office Communicating 


Systems 


. Interest Tables 


. Lamps 

. Lighting Systems, Fluorescent 
. Maps ; 

. Metered Mail Systems 

. Money Orders 

. Name Plates and Desk Signs 
. Night Depositories 

. Night Depository Bags 

. Pass Books 


Please have buying information sent us on the items checked above. 


56. 
57. Pay Roll Envelopes 


Past Due Notices 


. Personalized Checks 
. Personal Loan Advertising 
. Personal Loan Collection 


Envelopes 
. Personal Loan Systems 
. Photographic Bank Systems 


. Proof Machines 
. Rubber Stamps 
. Safes, Fire and Burglar-Pruof 


. Safe Deposit Boxes 


. Safe Deposit Records 


. Safety Paper Suppliers 
. Savings Banks, Home, Pocket 


. Scales, Postal, Parcel Post 
. Seals, Coin Bag 


. Seals, Corporation, Notary, etc. 


. Stamp Affixers 
. Storage Files 


. Time and Delayed Time Locks 
. Time Stamps 

. Travelers Checks 

. Typewriters 


. Typewriter Stands 
. Vaults 


. Vault Equipment 


82. Visible Records 


. Window and Lobby Displays 


Visible features of the machine 
are a cylindrical framework into 
which has been fitted a socket cap- 
able of accommodating a 6(0-watt 
bulb, and a flexible curtain tailored 
to cover a portion of the framework, 
Original and a piece of sensitized 
paper are placed beneath the cur- 
tain, the light is snapped on and 
APECO is on its way. A quick dip 
first in the developing solution, then 
in the fixing bath and finally in a 
small tray of clear water and the 
job, with the exception of a few 
seconds for drying, is completed. 

For those who may doubt the 
accuracy and hence the acceptabil- 
ity of the facsimile, we add the fact 
that all APECO Photo-Copies are 
legally accepted. 

The American Photocopy Equip- 
ment Company, 2849 North Clark 
Street, Chicago 14, Illinois, will 
gladly answer any inquiries regard- 
ing APECO supplies and equipment. 


New Rubber Stamp 
Increases Legibility; 
Reduces Errors 


Good, clear legible impressions 
now become the rule rather than 
the exception with the marketing of 
a new and improved type of rubber 
stamp by Meyer & Wenthe, Inc. of 
Chicago. 


Designed to give clearer, sharper 
impressions by means of a new deep 
cut molding process and resilient 
cushion mount, the new stamp com- 
bines the outstanding features of the 
former standard rubber stamps. 

Even carelessness on the part of 
the operator, though not condoned, 
may be offset by the many new 
features of the stamp which auto- 
matically renders a first-class im- 
print despite the angle of stamping. 
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Information regarding this im- 
proved product will be furnished 
upon request by Meyer & Wenthe, 
Inc., 31 North Clark Street, Chicago 
2, Illinois. 


Diebold, Inc. Acquires York 
Safe and Lock Company 

To Lead World Vault 
Manufacturers 


With the recent acquisition of 
York Safe and Lock Company of 
York, Pennsylvania, Diebold, Inc., 
became the largest safe and vault 
manufacturer in the world. 

The Diebold firm, founded in 1859 
in Cincinnati by Chas. Diebold, be- 
gan its recent program of acquiring 
business equipment companies in 
1939 and by 1943 had spread into 
the fields of office equipment and 
microphotography. The same year 
the firm name was changed from 
the Diebold Safe and Lock Company 
to Diebold, Inc. 


Six Posting Operations Feat 
Of New Machine 


Whether it is speed or economy 
of space or both that you want, you 
will be interested in the Typewrit- 
ing-Bookkeeping Machine now be- 
ing marketed by the National Cash 
Register Company. 





The model, combining a number 
of the most recent mechanical de- 
velopments, is capable of perform- 
ing at least six different types of 
posting work. Less than a minute is 
required to complete the change 
from one job to another due to the 
presence of a small removable ap- 
plication bar. 


Past-Due Notices 
That Really Collect!— 


Res also save you 50°; in 
Postage si! for VA 


h¢ t clerical, typist, stationer 


s, the 

s0ing envelope, your owr 
sage and reply envelope, all in one piece. 
m Multi-Purpose Co., 48 W. 22nd 
Y 
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A “NATURAL” 


On occasion we hear the remark 
about a product to the effect that it’s 
a “natural,” meaning that it can’t fail 
to click. To qualify under this term a 
product must make a real contribu- 
tion to the market that buys it. It 
must deliver more in comfort, or in 
convenience or pleasure, or it must 
save money for the buyer. If it does 
any of these things fully, or all of 
them in part, it’s a “natural”. 


Personalized Checks are “naturals” 
because people like them, banks save 
money on them, operating people 
find them a real convenience in sort- 
ing and filing...and they don’t cost 
much money. For some reason orf 
other banks get a kick out of selling 
them and, from coast to coast, their 
enthusiasm is mounting. 


Some years ago we introduced the 
thought that bank checks were the 


“spearhead of bank merchandising,” 
meaning that they broke the ice in 
sales contacts with the public. To sell 
big things it is desirable first to sell 
little things. To please customers in 
important transactions it’s a good 
thing first to create that “attitude of 
acceptance” by pleasing them in little 
transactions. Personalized Checks are 
indeed little things but they pack a 
punch and pave the way for the big 
sales job facing all banks. 


For years bank checks were mere 
slips of paper, but now we know they 
can be dramatized and used effectively 
to improve internal bank operations 
as well as public relations. They are 
the principal connecting link between 
the bank and the paiite: They are 
the personal currency of the individ- 
ual. They represent the common point 
of contact with all depositors. Are 
you selling them in your institution? 


Manufacturing Plants at: 


E LUXE 


CHECK PRINTERS 


Since each of the jobs to be per- 
formed is represented by a small 
bar, the selection of the operator 
plus the insertion of the bar is all 
that is necessary to shift from say, 
mortgage accounts to liability 
ledger. In addition the machine is 
equipped to handle individual 
ledger accounts, general ledger, 
statement of condition, and payroll 
records. 

Address all inquiries regarding 
this multiple duty posting model to 
The National Cash Register Com- 
pany, Dayton 9, Ohio. 


Erco Mfg. Company Catalog 
Features Latest Bank 
Hardware 


Many of the latest, up-to-the- 
minute products in cast brass, 
bronze, aluminum and nickel silver 
for both exterior and interior use in 
bank buildings are featured in Cat- 


PHONE PRIVACY 
Office Quiet — Better Hearing 
“Hush-A-Phone” 
Models for E-1 and F-1 Handset 
Phone; Pedestal Phone; Switch- 
board and Dictating Machines 


A Unique Gift 
HUSH-A-PHONE CORP. 


43 W. 16th St., N. Y. 11 





NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST.PAUL 





‘STEEL: &<tRONG 
“K WARTET” 
COIN WRAPPERS 


SINGLE wrapper designed 

to wrap pennies, hickels, 
dimes and quarters in HALF 
SIZE packages. Made of “Steel- 
Strong” Kraft for greater 
strength. Tapered edge. Printed 
in 2 colors. e FREE SAMPLES. 


Write Today, to Dept.A 


The C. L. DOWNEY Company 


HANNIBAL, MISSOURI 
Worldi Largest Mfrs. of Coin Wrappers 
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SPEND THE PENNY... 


SAVE THE DOLLARS! 


Before placing your next order for Coin 


Wrappers, why not first find out what we 
have to offer. We guarantee that you will 
be astonished with the plan that we have 
worked out. 


Every bank uses either Tubular, Outlook, 


or Flat Coin Wrappers. Regardless of the 
fact that you may now have a supply on 
hand, it will still pay you to write for full 
details of this proposal. A penny, for a 


postal card is all you spend. . 


. we'll save 


you the dollars. 


Together with complete information, 


samples of Coin Wrappers will be included. 


HEDENKAMP & COMPANY 


Bank Supplies 


343 Broadway, Dept. B-3, New York 13, N. Y. 
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Che 
FAMOUS 


The RUSH - FybRglass- 
ERASER is needed in every 
Bank, Office, Institution and 
Business, for Economy and 
Efficiency. 


USERS SAY: ‘’Leaves paper 
clean’’—'’No smudge on 
carbon copies’’ — ‘’Erases 
single letter without eras- 
ing shield’. 


WE. SAY: ‘‘Every RUSH- 
ERASER is guaranteed to 
satisfy, or we will refund 
the purchase price.” 


PROPEL—REPEL— 
REFILLABLE 
RUSH-ERASERS, each . . 50c 
REFILLS (pkg. of 2) . . . 25¢ 
We pay the postage. 


If you order direct from us, 
please send the name of your 
stationer. 


THE ERASER CO., INC. 


233 W. Water St., Syracuse 2, N. Y. 


ee 





| alog No. 4, most recent, fully illus- 


trated publication of the Erco 
Manufacturing Company. 


Among the countless items shown 


| in the catalog are name plates, desk 
| signs, window tablets, pull and push 


bars, letter drops, door pulls and 
entrance door handles. In fact, to 
quote the publication, the company 
“can make up almost anything you 
may need.” 

Specialists in made-to-order 
hardware, Erco has managed to 
combine utility and decorativeness 
in each of its popular products. 

Inquiry regarding either the cata- 
log or items featured therein may 


| be addressed to the Erco Manufac- 


turing Company, 4010 W. Montrose 
Avenue, Chicago 41, Illinois, 


The use of carbon adding machine 


tape for listing, eliminates the ne- 


cessity of re-listing all items on 
outgoing cash letters because the 
carbon copy of the tape can remain 
with the checks and serve as the 
cash letter—Joseph W. Dumser, 
Manufacturers Trust Company, New 


York, N. Y. 


It Happens In Every Office! 


Multi-page reports that are held 
together with paper clips or staples 
have an annoying habit of coming 

apart. Often as not, 
one or more of the 
pages eventually gets 
lost. 

Here is the perfect 
answer to the prob- 
lem: fasten reports, 
audits, financial state- 
ments, etc., with the 
Bates Eyeleter. It 


makes a permanent—and non- 
| tamperable binding for your im- 


portant papers. In addition, you'll 
find the eyelets lend an air of neat- 


|} ness and distinction to those im- 


portant documents. 
Compact, handy—and easy to use 


| —the Bates Eyeleter feeds, inserts 
| and crimps eyelets in one instan- 
| taneous, automatic operation. Papers 
| fastened together with this machine 


really stay fastened. For further 
information address the Bates Man- 
ufacturing Company, 30 Vasey 


Street, New York, N. Y. 


ANALYZE HANDWRITING 


Qualify for Certified Grapho-Analyst Degree. New un- 
crowded, fascinating field of service. Gratifying earn- 
ings reported by graduates in Employment, Credit, 
Social Service, Police and Judicial, and Entertainment 
fields. Others have developed profitable private 
practice, full orspare time, as Personal Prob- 
lem and Vocational Counselors. Send for 
3000 word test lesson and Grapho-Analyst 


ADDRESS A.1.G. A. Inc 1144) 


Sun Rubber Company 
Markets Ventilated 
Finger Pads 


Air-cooled ventilation and higher 
working efficiency are outstanding 
features of the new rubber finger 
pad recently developed by the Sun 
Rubber Company of Barberton, 
Ohio. 


Both outside and inside construc- 
tion of the pad differs greatly from 
that of previous models. Instead of 
the long envelope which had a ten- 
dency to restrict complete freedom 
of finger motion, the new Sunroco 
pad has been cut to the minimum 
necessary to maintain a snug yet 
practical fit. An additional advan- 
tage is the new 100% grip work 
surface. 

The all-grooved inside of the pad 
provides something new in ventila- 
tion. Through use of these grooves, 
air is permitted to circulate 
throughout the finger pad without 
causing the slightest loss of effi- 
ciency in operation. 


One bank furnishes each teller 
and proof clerk with a triangle- 
shaped, outline rubber stamp, which 
“frames” the correct amount on a 
troublesome check, Errors caused by 
such checks are costly.—Alvin J. 
Vogel. 


Check bank lighting often to 
make sure the proper light is en- 
abling workers to keep from mak- 
ing costly mistakes and errors. 


A Complete Line of 
—MONEY WRAPPERS - 


STANDARD PAPER GOODS ‘co 


WORCESTER 8, MASS. 
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A Change In The Law Would | 
Be Beneficial To All 


It would appear that the Nego- 
tiable Instruments Act should be | 
amended so as to shift the respon- | 
sibility for protest from the banks | 
to the depositors. 

Any action in this direction would | 
be mutually beneficial to the banks 


and the depositors and would cer- | 


tainly eliminate many hours of 


needless effort in processing items | 
necessarily handled under the pres- | 


ent status. 


It is felt that you will receive en- | 


thusiastic support from the great 


majority of banks throughout the | 


country in your effort to bring about 
the necessary changes to eliminate 
the protesting of checks except on 
specific request of the depositors.— 
W. P. Stallsmith, cashier, Bank of 
Bethesda, Bethesda, Md. 


The primary responsibility of the 
auditor is to protect the stockholders 
and to see that specific policies of 
the board of directors are lawful 
and are constructively enforced. His 


secondary responsibility is to the | 


depositors and bank management. 
—Frank V. Grayson, auditor, Fed- 
eral Reserve Bank of Cleveland. 


Notes Are Required 
On Overdrafts 


Patrons with established lines of 
credit are permitted to overdraw, 
and note is mailed them for signa- 
ture and return, for credit. Others 
overdrawing are notified to desist 
from such practice. If they continue, 
they are called in and requested to 
close the account.—Chas. E. Barkl, | 
president, Farmers and Merchants 
Bank, Huron, South Dakota. 


One of the largest banks in the 
country has an operating officer | 
talk with customers about their | 
checks. The operating officer under- | 
stands the arrangement of a check | 
which is best for bank handling. He 
is, therefore, in better position to 
talk with customers as to how the 
check should be arranged. As a re- 
sult of doing this, he has saved his 
bank many thousands of dollars for 
time which was formerly lost be- 
cause of badly arranged checks. 


Do You Want More 
PERSONAL 
LOANS? 


w bank advertising 
Human interest photos 100°; 
attention getter * Write for FREE 
proofs * No obligations. 


Eye*Catchers, 12 E. 38th St., N.Y. 


service * 
° on 
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LOW COST CHECKING ACCOUNT 
ASSURES PROFITABLE ACCOUNT VOLUME 


\t 


The ThriftyCheck service plan is an acknowledged leader in the nationwide swing 
to no-minimum-balance checking accounts. Our client banks are convinced that it 
is the most practical plan for their use—the single charge to the depositor for 
the sale of the book cuts down handling details. 


Imprinting the depositor’s name on every check (delivered at once) speeds up 
bank operations—and pleases the customers. 


For information about ThriftyCheck as a profitable bank service write: 


BANKERS DEVELOPMENT CORPORATION 


31 Nassau Street, New York 5, N. Y. Rector 2-7580 


COIN COUNTING MACHINES 


No 
Priorities 
or 
Approvals 
Necessary 


* 
MODEL No. 4ET—(Electric) 


A large motor driven Machine with an unusual repu- 
tation for speed and durability. Will handle all coins. 
Automatically locks after each count of 20, 25, 30, 
40 or 50 coins or will count indefinitely into a bag. 
Register can be reset to zero. 


MODEL No. 2X—(Hand operated) 


Adjustableffor pennies, nickels, dimes, quarters or halves. 
Can be set to lock automatically when 20, 25, 30, 40 or 50 
coins have been counted or will count indefinitely into a bag. 
An operator can count and package 400 coins a minute or 
count 2000 coins,into o bag. Register can be reset to zero. 


ABBOTT COIN COUNTER COMPANY lav woe iw von 


NEW YORK 54, NEW YORK 


CLAROTYPE 


CLEANS TYPE INSTANTLY 


ORDER FROM YOUR STATIONER % 
> OR TYPEWRITER SUPPLY DEALER 


BTHE CLAROTYPE CO., INC, 


SOLID BRONZE 261-BX Broadway, New York 7, N.Y. 


SIGNS & NAME PLATES 


Distinctive, permanent bronze 
bank signs, desk plates, tellers 
signs, etc. send NOW for illus- 
trated catalogue to Dept. BM. 


{ Mr. BARRETT 


“Bronze Tablets Headquarters” 


UNITED STATES BRONZE 


SIGN CO. INC. 
570 BROADWAY NEW YORK 12, N. Y. 


° 
y 4 INTEREST TABLES A 
OF EVERY KIND 4 


Universal, E-Z, Robinsonian, Star, Simplex, 
PDQ, IXL. Standard and others. Order direct 
from largest publisher and supplier of banking 
interest tables. 


TWENTIETH CENTURY CO. 
542 S. Dearborn St., Dept. 2, Chicago 5, tl. 
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Banking Is Taught In 
Philadelphia High Schools 


Harding Junior High School, one 
of the largest secondary schools in 
Philadelphia, is pioneering with a 
practical method of presenting 
banking facts to its ’teen-age stu- 
dents. 

With the approval of Joseph H. 
Carpenter, the principal, an eight- 
page quiz has been prepared by 
Fred Kane, head of the school’s 
junior business training depart- 


ment. The questionnaire is an out- 
growth of*contacts over a five-year 
period with the school by officials of 
the Corn Exchange National Bank 


and group visits by students to the 
Bank’s main office. Officers of the 
Bank occasionally give informal 
talks on banking in the school audi- 
torium. 

One section of the questionnaire 
is headed—‘What Am I?” There 
are 5 clues for each subject dis- 
cussed. Maximum credit is given if 
the subject is identified from the 
first clue, the credit diminishing 
with the number of clues required. 
Here is a specimen: 

5. Some modern banks _ photo- 

graph me. 

4. In time I am returned to my 
creator. He gave me away be- 
fore I was in my present con- 
dition and that was the start 





and Trust Company, Philadelphia, 


Many deserving farmers need 
assistance in purchasing 
wer equipment for more 
profitable food production. 
Bankers, in cooperation 
with MM Dealers can 
be of real help by 
extending 
credit. 


fo Waviowes... 


There is no question about it! — When time comes for 
seed bed preparation TIME is all important—timely 
seeding and planting is the first essential needed to 
assure a good crop—when the weather and field con- 
ditions are right you can depend on MM Quality to 
keep you going and to do a thorough job. Disc, Peg 
Tooth or Spring Tooth, each one is of top quality con- 
struction. 

TRACTOR DISC HARROWS MM Nos. 11A, 12 and 
14. Many advantages favor your selection of these 
heavy duty harrows. Light in weight yet with great 
strength they are built for long life with self-lubricating 
long-life bearings An extra sturdy frame of heavy duty 
steel angles is part of the modern design which assures 
you even depth penetration from one end of the disc 

ang to the other—in even or uneven ground. The 
eden Disc Harrow No. 11A will turn as short as any 
row crop tractor and continues to work on the turns 
without gouging in. All angling is tractor controlled. 
Gang bolts equipped with special wear take-up 
washer which prevents assembly from ever becoming 
loose once properly tightened. Gang drawbars de- 
signed to put draft on the bearings practically at right 
angles to the axis of the gang bolt when discs are in 
working angle. Keeps full face of bear.ngs in even load 
contact with spindle, meaning less wear at any point. 
See illustration. Special peg-tooth hitch arms at 
just the proper height assure excellent trailing and 
better work. See your MM dealer. 










MINNEAPOLIS-MOLINE 
POWER IMPLEMENT COMPANY 
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. Strange to say, every person I 
visited scratched my back and 
sent me on my way. 

2. Finally I was filled with small 
holes which spell a word and 
returned whence I came. 

1. Now I am kept as a receipt. 

The answer, of course, is “A 
check.” 

Other sections of the question- 
naire touch on the history of bank- 
ing, the various kinds of banks, cor- 
rect practices in preparing deposit 
slips, writing and endorsing checks 
and other facts relating to the wide 
variety of modern banking service, 

“We find that the quiz developed 
greater interest in banking services 
and banking practices,’ says Mr. 
Carpenter. “It gives students an ap- 
preciation of bank conveniences 
and gives them facts that will be 
useful later in the business world. 
Instead of regarding a bank as 
something remote and mysterious, 
students get to know something of 
the importance of banks to business 
and industry and in our private 
lives. Group visits to Corn Ex- 
change showing banking practices 
in operation help students to re- 
member what they have learned.” 


Holders Should Have The 
Responsibility 


There are, no doubt, cases where 
a prompt proof of dishonor is desir- 
able so that criminal charges may 
safely be brought. 

However, in most cases, it seems 
to us that protest might ordinarily 
be confined to those cases where the 
holder of the dishonored check 
makes specific request for protest in 
order that he may safely proceed by 
law to collect or prosecute. 

We had a case the other day of a 
check on a neighboring bank, given 
to one of our customers. He took the 
check to the prosecuting attorney as 
basis for a warrant for the arrest of 
the maker. The prosecutor required 
that proof of dishonor first be had. 
Before we could get the item to the 
bank on which it was drawn so that 
it could be protested, the maker got 
the money and paid off direct to the 
holder of the check. 

You can see that it might be very 
important that proof of dishonor be 
promptly available at times. I do not 
know what the solution is. We never 
protest a check if we can safely 
avoid it—H. R. Butcher, president, 
Adrian Bank, Adrian, Mo. 





The first operation in machine 
posting is to be sure the machine is 
clear of all totals —Ernest Lawson. 
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Onder Your First 
1946 BANK DIRECTORY. .. 
TODAY! 


Latest bank information, all U. S. De- 
pendencies 
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Pages in the Front 
Part of the Blue 
Book Containing 
Miscellaneous Fi- 
nancial Informa- 
tion, Government 
Agencies, Federal 
Reserve Districts 
and Banks, Numeri- 
cal List of Banks, 
with Check Routing 
Symbols, and Con- 
solidated Capitula- 
tion of Bank State- 
ments. 


Latest information, all Canadian banks 


Latest available statements and per- 
sonnel, all foreign banks (with latest 
map of each country) 


Investment Bankers Association mem- 
bership 


U. S. banking and commercial laws 


Most accessible banking point to over 
75,000 non-bank towns 


5-vear list of discontinued bank titles 


Directors of all banks, listed geograph- 
ically 





2600 pages or more of vital banking statistics, December 3lst and 
later statements, completely revised officers and directors, list of every bank 
inthe U.S. and Canada, Mexico, South America,’and other foreign countries. 


Necessary for Profitable Operation 


Bank Publications Div., Rand MSNally & Co. 
536 S. Clark St., Chicago 5, Illinois 


Send us um Copies of the First 1946 Edition of the BLUE BOOK, at a cost of 
$20 per copy. 













Use this Coupon 
to make sure your 
copy is printed be- 
fore the presses stop. 
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A. B. Paterson New Board 
Chairman of Hibernia 
National in New Orleans 


Election of A. B. Paterson as di- 
rector and chairman of the board, 
has been an- 
nounced by the 
Hibernia Nation- 
al Bank in New 
Orleans. Mr. Pat- 
erson, former 
chairman of the 
executive com- 
mittee of the 
bank and one of 
the most promi- 
nent civic and in- 
dustrial leaders in Louisiana, is 
President of the New Orleans Public 
Service, Inc.,. Member of the Board 
of Administrators of Tulane Univer- 
sity, and Chairman of the Southern 
Louisiana Section Committee for 
Economic Development. He succeeds 
Rudolph S. Hecht who retired from 
the bank in January. 


A. B. Paterson 


Public National of New York 
Elects Two Vice Presidents 


Jacob Bloom and Ear] R. Gafford 
have been elected vice presidents of 
The Public National Bank and Trust 
Company of New York according to 
a recent announcement by the bank. 
Mr. Bloom heads the investment di- 
vision while Mr. Gafford will be 
identified with The Public National’s 
out-of-town business activities. 


G. S. Rentschler Honored By 
N. Y. Chapter Of A.1.B. 


Gordon S. Rentschler, Chairman 
of the Board, The National City 
Bank of New York and City Bank 
Farmers Trust Company, recently 
became the 12th person in the long 
history of the organization to re- 
ceive an honorary membership in 
the New York Chapter of the Amer- 
ican Institute of Banking. Chapter 
President Edgar C, Egerton, pre- 
sented the scroll. 

In noting Mr. Rentschler’s accom- 
plishments, the citation read in 
part: “He has rendered distin- 
guished service to American bank- 
ing and business, to education and 
science, to his country and his com- 
munity.” 


Francis W. Cole, chairman of the 
board of the Travelers Insurance 
Company, was elected a director of 
The Chase National Bank at the 
recent annual meeting of share- 
holders. 


Effective co-ordination 


of all departments assures rapid, efficient han- 


dling of every type of banking transaction. You 


are invited to use any or all of our facilities. 


City NATIONAL BANK 
AND TRUST COMPANY of Chicago 


208 SOUTH 


LA SALLE STREET 


(MEMBER FEDERAL DEPOSIT INSURANCE CORP.) 


P. H. Johnston Retires; 
Chemical Bank Elects 
New Officers 


At the annual organization meet- 
ing of the board of directors of the 
Chemical Bank and Trust Company 
held recently, Percy H. Johnston, 
after more than 26 years as head of 
the bank, retired as chairman. At 
the request of the directors he will 
take the chairmanship of the exec- 
utive committee. 

Frank K. Houston, president, was 
elected chairman of the board and 
chief executive officer. N. Baxter 
Jackson, first vice president, was 
elected president, and Harold H. 
Helm, vice president, was elected 
first vice president. Joseph A. 
Bower chairman of the trust com- 
mittee, who retired as executive 
vice president on September 30, was 
appointed vice chairman of the ex- 
ecutive committee. 


J. F. Cuneo Elected Director 
Of Continental Illinois 


John F. Cuneo, president of the 
Cuneo Press, Inc., and chairman of 
the executive committee, National 
Tea Company, was elected a director 
of the Continental Illinois National 
Bank and Trust Company of Chi- 
cago at the annual meeting of the 
shareholders. 


P. B. McAnany, attorney, has been 
elected a director of the Commercial 
National Bank, Kansas City, Kansas. 
Mr. McAnany, recently returned 
from the service, is the son of E. S. 
McAnany, director of the Bank. 


Mercantile-Commerce Bank and 
Trust Co., St. Louis, Mo., recently 
announced the election of Kenton 
R. Cravens and William A. McDon- 
nell, both vice residents, as mem- 
bers of the Board of Directors, and 
Tim J. Gallivan and John J. Fox as 
vice presidents of the bank. 

Mr. Cravens is with the commer- 
cial banking department of the bank 
and is widely known as an authority 
on consumer credit, while Mr. 
McDonnell has supervision over the 
divisions including general opera- 
tions, banks and bankers, and sav- 
ings. 


The State Bank of Anoka, Anoka, 
Minnesota, has announced that it 
will pay its checks at par on and 
after January 2, 1946, and it has 
directed us to add its name to the 
Federal Reserve par list. 
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Holly Stover Elected Director 
Of American National Bank 
And Trust Company 

Of Chicago 


Holly Stover, president and direc- 
tor of the Chicago and Eastern 
Illinois Railroad, was elected a di- 
rector of the American National 
Bank and Trust Company of Chi- 
cago at the annual meeting of the 
stockholders. He fills the vacancy on 
the Board resulting from the recent 
death of Cal Sivright, formerly 
chairman of the Oliver Farm Equip- 
ment Company. 


David E. Williams, president of 
Corn Exchange National Bank and 
Trust Company, Philadelphia, has 
been appointed to serve during 1946 
on the Federal Advisory Council of 
the Federal Reserve System repre- 
senting the Third (Philadelphia) 
Federal Reserve District. 


Four New Directors Elected 
To Board Of Security 
First National 


Security First National Bank of 
Los Angeles recently enlarged its 
board of directors to 23 members 
through the election of four new 
directors, according to an announce- 
ment by George M. Wallace, presi- 
dent. 

Leslie W. Craig, Fred B. Ortman, 
Chester A. Rude, and Dr. John Cree 
Wilson are the new directors. Craig 
and Rude are veteran: vice presi- 
dents of the bank and members of 
the six-man managing committee, 
but Ortman and Dr. Wilson are new 
to the bank. 


The National Shawmut Bank of 
Boston has acquired the assets and 
property of the Columbia Trust 
Company of East Boston. The Co- 
lumbia will operate as the East Bos- 
ton Branch of the National Shaw- 
mut Bank with the same personnel 


under the supervision of Andrew J. 
Porter. 


Philadelphia National Bank 
Elects New Vice Presidents 


The Philadelphia National Bank 
recently announced the election of 
the following vice presidents: Louis 
W. Bishop, formerly assistant vice 
president; Arthur MacNicholl, J. 
Bickley Jackson, and John Y. Bunn, 
all former assistant cashiers, and 
Morris R. Brownell, Jr. 
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Rand MSNally Systems enable you to set up in half a 
minute the entire schedule of payments at the time a loan 
is made. Fast, accurate, simple—they speed up window 
service, save tellers’ time, discourage partial payments, win 
customer's good will. You will find that your customers 
are used to making payments via Rand M‘Nally coupon 
books. These books have been used to collect millions of 
dollars and are recognized everywhere as an effective and 
practical means of low-cost collection. Write today for 
details and samples of Rand M¢Nally’s Complete Personal 


Loan Service. 


Extra Rand MNally features 


designed to give you extra 

convenience and safety 

include: 

Self-computing feature 

Use of registered protec- 
tive safety paper 

Registered systems 
numbers 

Self-identifying shipping 
containers 


RAND MSNALLY & COMPANY 
Systems Division 


111 Eighth Avenue 
NEW YORK 11 


Oliver D. Old, formerly assistant 
vice president of the Anglo Califor- 
nia National Bank of San Francisco, 
has recently been appointed Divi- 
sion Manager of the Monthly Small 
House Club, Inc., originators of the 
House-of-the-Month plan, in charge 
of the nine western states with 
headquarters in San Francisco. Mr. 
Old has been engaged in the bank- 
ing business for the past 20 years, 
starting with the Federal Reserve 
Bank of San Francisco. In 1924 he 
joined the staff of the then newly 
organized Pacific National Bank of 
San Francisco. 


536 S. Clark Street 
CHICAGO 5 


619 Mission Street 
SAN FRANCISCO 5 


Ben N. Jenkins Named To 
A.B.A. Bank Management 
Commission 


The appointment of Ben N. Jen- 
kins, assistant vice president, First 
National Bank and Trust Company, 
Oklahoma City, Oklahoma, and 
president of the National Associa- 
tion of Bank Auditors and Comp- 
trollers as an ex officio member for 
the current year of the Bank Man- 
agement Commission of the Ameri- 
can Bankers Association, was an- 
nounced recently by A.B.A. Presi- 
dent Frank C. Rathje. 
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Executive Committee 
Chairman, Two Vice 
Presidents Elected At 
Guaranty Trust Company 


At the annual meeting of the 
board of directors of Guaranty 
Trust Company of New York, W. 
Palen Conway, formerly vice- 
chairman, was elected chairman of 
the executive committee to succeed 
William C. Potter, who retired re- 
cently. Mr. Potter however, remains 
as a director and a member of the 
executive committee and other com- 
mittees. Other appointments an- 
nounced were: Edward K. Brass, 
formerly credit manager, advanced 
to vice president; R. Alton Atkinson 
and Robert W. Stephens, who were 
assistant treasurers, to be second 
vice presidents. 


St. Louis Terminal 
Warehouse Company 
Elects Officers 


Charles J. LaMothe has become 
president of the St. Louis Terminal 
Warehouse Company and subsidi- 
aries, having served as vice presi- 
dent for a number of years, and 
more recently as executive vice 
president. Lieutenant Colonel A. J. 
Bardol, who was an officer of the 
company prior to entering military 
service has been released by the 
army and has returned to the St. 
Louis Terminal Warehouse Com- 
pany as a vice president. Other com- 
pany officers are: E. B. Duncan, vice 
president; W. S. Ford, vice president 
and secretary; W. H. Lembeck, 
treasurer. The St. Louis Terminal 
Warehouse Company operates both 
field and commercial warehouses in 
the mid-Continent area with head- 
quarters at St. Lous. 


Dribben New Vice President 
of Chemical Bank & Trust Co. 


Frank K. Houston, chairman of 
the board of directors of the Chemi- 
cal Bank & Trust Company recently 
announced the apppointment of 
Seymour Dribben as assistant vice 
president. Mr. Dribben who returns 
to the bank on March Ist after ex- 
tended service with the U. S. Navy, 
joined the staff of the Chemical 
Bank & Trust Company in 1934 and 
became an assistant secretary in 
1940. He will again be associated 
with the Metropolitan Division 
handling the bank’s business in New 
York City. 
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Bankers Trust Company 
Names G. D. Brown 
New Vice President 


Gordon D. Brown, veteran avia- 
tion specialist, recently returned 
from a mission of interpretative 
study among financial institutions, 
has been elected vice president of 
the Bankers Trust Company. 

Mr. Brown will work directly 
with the aviation industry and will 
attempt, in line with the present 
policy of individual specialization, 
to fit the bank’s services to the re- 
quirements of that field. 


Eugene T. Garner, lending officer 
with the out-of-town division, Na- 
tional Bank of Detroit, who has 
been with the bank since its organi- 
zation in 1933, has been promoted 
to vice president, according to a 
recent announcement. 


Citizens National Trust & Savings 
Bank of Los Angeles recently an- 
nounced that all of its officers had 
been re-elected for the coming year, 
and that the following promotions 
had been granted: Earle R. Hilbert, 
George H. Treide, and A. F. Yaussi 
to vice presidents; F. L. Beach to 
junior vice president and personnel 
director, Emory D. Mallek to junior 
vice president, and John R. Christie 
to director of public relations and 
advertising. 


Security First National Bank 
Elects New Vice Presidents 


Security-First National Bank of 
Los Angeles has elected three new 
vice presidents: R. D. Burrows, Or- 
vall L. Bane and A. J. Decker, 
according to George M. Wallace, 
president. Burrows has been associ- 
ated with the bank since 1921 and 
has been chief appraiser since 1936. 
Bane and Decker are managers of 
the El Centro and Santa Maria 
branches, respectively. 


Philadelphia National Bank re- 
cently announced the election of 
Robert V. White, president of Le- 
high Coal and Navigation Co., and 
Floyd T. Starr, second vice president 
of the Penn Mutual Life Insurance 
Co., to directorships in the bank. 


Clifford B. Marsh, Jr., and Colonel 
Henry B. Sheets, have been elected 
vice presidents of the Marine Trust 
Company of Buffalo, New York, and 
Albert L. Sanderson has been made 
vice president and secretary. 
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FORE-ARMED ®% 


> 


Industrial Management is 100% sold on the value of 
preparedness. For example, no businessman would 
wittingly chance the loss of life and property through 
inadequate fire-fighting equipment. And the more dis- 
cerning the management, the more complete and effi- 
cient the provisions for fire control.) ) It is likewise 
evident that in the transfer of funds by check business- 


t 


men are vitally concerned with safety.) } And the more 
farsighted the organization—the more informed its man- 
agement — the more likely it is you will find that organ- 
ization follows the lead of so many of America’s fore- 
most banks—and issuescheckson its ownindividualized 
Safety Paper—developed by LaMonte for maximum pro- 
tection against fraudulent alteration and counterfeiting. 


For Samples of LaMonte Safety Paper see your Lithographer or Printer — or write us direct. 


LA MONTE 


GEORGE LAMONTE & SON 


NUTLEY, NEW JERSEY 


We supply many banks and business organizations 
with their Own INDIVIDUALLY IDENTIFIED Safety Paper. 
The issuing organization's Trade-Mark is in the paper 
itself and appears on both the front and back of the 
check. Such INDIVIDUALIZED paper not only protects 
against fraudulent alteration but provides maximum 


protection against counterfeiting 
helps prevent errors. 


The Wavy Lines are a La Monte Trade Mark —ing time 


saves Banks sort- 





MAY COMPANY 


840 N. Michigan Avenue 122 E. 42nd Sr. 235 Montgomery Street 660 St. Catherine Street, West 
Chicago 11 New York 17 San Francisco 4 Montreal, Quebec, Canada 


OFFICES IN OTHER PRINCIPAL CITIES 











